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BUILD HOMES NO ONE ELSE HAS 


Two bedroom home Modern os 


~ . th nin a s 

» “yefuya, s moment. Designed by Robison 

Che astmeed enced atmaptan a 
chitect 


build Pesssway Contemporary 


Be the first builder in your area to build the Peaseway 
“‘New-Design” Homes. They're New! Exciting! The first CONTEMPORARY 
DESIGN homes in the prefabricated field. They're the 
homes that fulfill the ever increasing demand for better indoor-outdoor living. They 
mark the beginning of a new era in home building. 
These Peaseway ‘New-Design’’ Homes were created by such famous masters 
of contemporary design as Oscar Stonorov, Robison Heap, and Schwarz 
and West! They provide unsurpassed livability, quality and durability. 
Write for the Peaseway Plan and learn how these homes can be yours to 
build on a franchise basis in your territory. Learn, too, about the complete line 
(8 different designs) of Peaseway Homes you can offer—ranging from a 2-bedroom 
home of 691 square feet to the most recent “NEW-DESIGN” home 
containing 4 bedrooms and 2 baths with 1410 square feet of floor space. 
Prices range from $7,000 up. F.H.A. approved. 
Many Peaseway franchise builder-erectors have found that the Peaseway plan has 
gained for them prominence and dominance in their market. Each franchise 
is a valuable property and enables you to build for any market including 
large private and public projects. We invite you to write... 
just a few lines on your letterhead—asking for the Peaseway Plan. 
“a: 


~ . ~),. 5 

Che Crestwood Che Archwood 

Three bedroom home for more Four bedroom home Another first 

and better living designed by in better housing by nationally 
known contemporary architect 

oan aan eA ta Oscar Stonorov—ALA. —A.LP. 


ware ro: room 1008) PEASE WOODWORK COMPANY 
CINCINNATI 23, OHIO 
In business in Cincinnati since 1893”’ 








LOOK! OUR HONEYWELL CONTROLS HAVE 
PAID FOR THEMSELVES ALREADY! 


Chances are that’s what you'// say—a few years 
after you replace your outmoded temperature 
controls with a Honeywell weatherstat system 

The latest Honeywell controls set new stand- 
ards of accuracy—stop wasteful overheating. And 
these controls are the simplest ever built—cost 
you much less to maintain. 

That's not all! With modern Honeywell 
equipment, you keep your occupants happier 
and more comfortable. And you spend far less 


time and money adjusting complaints about 
the heat. 

Why not call your Honeywell office today 7 
Or write Honeywell, Dept. BJ-10-112 Minne- 
apolis 8, Minnesota. Ask for a FREE SURVEY of 
your temperature control requirements by a 
Honeywell engineer. There's no cost or obliga- 


tion—you've nothing to lose but your troubles 


Honeywell 
Fiat in, Contiols 
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NEW WINDOW SYSTEM 


Look at these two drawings. They're the same house—one with 
conventional window treatment and the other with the newest idea 
in windows, panel window frames. 

Result—better-looking, bigger window areas (and you know how 
popular they are) achieved so economically that you should actually 
be able to use Thermopane* insulating glass throughout the house. 

Panel window frames are rabbeted and joined 2 x 6's into which 
you can insert Thermopane, made of half-inch DSA window glass, as 
fixed lights or in operating ventilators. With only two low-cost, stand- 
ard sizes of glass you can glaze an entire house—every opening. 
regardless of area. And it’s quick—-a carpenter can put together the 
frame for an entire 9-light window wall in 20 minutes. 

These panel window frames have become so popular that in some 
parts of the country they are now being prefabricated at amazing low 
cost, shipped in a bundle to your site for quick assembly and glazing. 
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Below, same home with panel window system, 
glazed with Thermopane. 
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Why builders figure this system saves money... 
provides insulated window wall without extra cost 


they represent in savings of materials. 
That’s economical construction—but what 


about the glass? These builders use economical 


A number of builders have told us a Thermopane 
panel window costs no more than-a conventional 
wall with ordinary windows. 


Here’s how they figure it: 

The frames go in quickly, saving much labor 
and time. 

The window area replaces siding. paper, 
sheathing, studding, plaster and decorating 
cumulatively expensive. Figure the total square- 


standard units of Thermopane made with DSA 
window glass. They are economical in cost, easy 
to handle, simple and quick to glaze. : 

Economical construction—economical, sealed 
double-glazing. It adds up to more house for 
the money. 
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ADDS APPEAL TO HOUSES 


and saves time, reduces costs 





Actually enables 


1. Frame (from one to nine lights) comes 
to the site as bundled 2 x 6's that are pre- 
cut, rabbeted, ready for assembly. Or they 
can be cut and rabbeted by the builder, or 
by a millwork supplier. 


3. Wood ventilator takes a standard 4, Up it goes, ready for painting and 
42'5""x22'6” DSA Thermopane unit. Used glazing. Fixed lights take standard 4514” 
sir ‘ly or in groups, they provide excellent x 25! si" DSA Thermopane units. Or you 
ventilation throughout the house. Can be can insert ventilator units, of wood or 
screened and weather-stripped. Screened metal, in as many of the window openings 
metal ventilators are also available. as you wish, _ 


2. Carpenter simply nails the pre-cut 
frame together on the job. No time is 
taken for cutting or fitting. He can put a 
big 9-light window wall frame together in 
20 minutes; smaller frames even faster. 


5. Panel window frames can be combined 
in many ways. You can provide bed- 
rooms, for example, with horizontal strips 
of windows placed high for privacy and 
to allow more usable space around walls 
for furniture placement. 


SEND FOR FULL INFORMATION... MAIL THE COUPON ee 


Libbey-Owens-Ford Glass Company 
15101 Nicholas Building, Toledo 3, Ohio 


* * * 


Please send me complete information on installation methods for 


low-cost window walls of Thermopane. 


We will send you free, detail sheets 
showing how to make and install 


panel windows. 
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each Hotels— 


WHERE ONLY THE BEST IS SPECIFIED—CHOOSE 


\ BRIGGS Beethuae _ 


PLUMBING 


ce AOE SID 


ow 


NEW PROOF OF BRIGGS 
POPULARITY AND RELIABILITY! 


Owners of the luxurious hotels which 
line the ocean front along the glitter- 
ing Gold Coast of Miami Beach must 
furnish their bathrooms with care 
and discrimination. That’s why, 
since 1938, 168 of them have chosen 
Briggs Beautyware plumbing fix- 
tures—mostly in color! Briggs gives 
them charm and beauty which de- 
light their paying guests! Briggs 
assures durability and fade-proof, 
stain-proof finish, impervious to the 
damaging effect of tropical weather 
conditions. And, best of all, Briggs 
Beautyware gives them famous deco- 
rator colors in the height of style 
and good taste at only ten per cent 
more than white'* Talk about public 
acceptance! One Miami plumbing 
contractor has recently installed 
3300 units im color in apartments, 
projects, private homes, hotels and 
motels in greater Miami. This local- 
ized example of Briggs popularity is 
reflected in similar stories from 
practically every state in the nation! 


*Briggs color is only 
ten per cent more than white 
when purchased in complete sets! 


BRIGGS MANUFACTURING COMPANY, 3001 MILLER AVENUE, DETROIT 11, MICHIGAN 
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MENGEL 


MAHOGANY 
Flush DOORS 





The Mengel Company is now able to offer you Let us tell you about the extra quality, the extra 
African Mahogany Flush Doors at prices actually luxury, the extra value of Mengel Flush Doors 
less than you pay for many domestic woods! in genuine Mahogany! Mail the coupon for 


se complete information 
Operating its own large logging concession and 


mill in the best Mahogany section of Africa, 
Mengel imports this King of Woods in tremen- 
dous volume. The savings of these large scale 
Operations are passed on to you. 


[eee 8 oe oe ee Ue UG GG 
What's more, when you choose Mengel Ma- 


: THE MENGEL COMPANY 
hogany Flush Doors, you’re assured of finest Plywood D ! , 


construction, guaranteed by the world’s largest ‘ 
as 


manufacturer of hardwood products. Mengel 


Mahogany Flush Doors have been tested and 
proved in thousands of installations. Better 


; ' 
doors cannot be bought! 
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FOR PERMANENCE WITH 
MINIMUM MAINTENANCE 
AT LOWEST COST... 


SPeet 
Furminun 


Lowest in price of all rustproof metals, aluminum 
has additional superiorities important to all realty 
investment. Aluminum is non-staining the 
years merely “weather” it to greater beauty, with 
no need for protective painting. And aluminum’s 
sapacity to reflect up to 95% of radiant heat makes 
it excellent insulation, either as roofing and siding 
x inside walls and attic. For the latter applica- 
tions, Reynolds Aluminum Reflective Insulation 
also provides maximum vapor barrier protection. 
Reynolds Metals Company, Building Products Sec 
tion, Louisville 1, Ky. 











REYNOLDS Lifetime ALUMINUM GUTTERS AND DOWNSPOUTS 
FLASHING + ROOFING ACCESSORIES + NAILS 
INDUSTRIAL CORRUGATED + WEATHERBOARD SIDING 
5-V CRIMP AND CORRUGATED ROOFING AND SIDING 


REYNOLDS ALUMINUM WINDOWS 
Residential Casement, Dovble-Hung, Fixed and Picture 


REYNOLDS ALUMINUM REFLECTIVE INSULATION 


Aluminum is required for planes and other military needs. 
Production on some of the above items continues but in 
limited amount. Expanding aluminum capacity promises 
increased supply. 


w vou ste ee 
you KNOW I'S wo! 
ALUMINUM REYNOLDS M 
ifelime ALUMINU 


BUILDING PRODUCTS 


‘Downs Predicts Greater Demand 
For Mortgage Financing 


| AT the recent annual convention in Chicago of the 
American Bankers Association, James C. Downs, 
Jr., president of Real Estate Research Corporation 
of Giuen, predicted that mortgage financing de- 
mands in 1952 will be greater than the average of 
the past 10 years. 
Claiming that mortgage lending is more and more 
a consumer financing activity, Downs said, “The 
next year will see a record number of potential prop- 
erty users of all types. Both business and individuals 
will have peak purchasing power and a high capacity 
to support mortgage loans. : 
“The sharp Sedine in mortgage activity during 
the past few months was not caused by any change 
in the demand for mortgages, but rather by a radi- 
cal and arbitrary shift in the mortgage money mar- 
ket. As is always true in a ant economy, the 
regulations which were adopted turned out to be an 
overcorrection.” 
Looking ahead to next year. Downs pointed out 
that mortgage money is already becoming more plen- 
tiful as the result of high earnings and a reaction 


| from the post-Korean buying splurge. He predicted 


that competition for loans would grow keener by the 
early part of 1952 and that loans would be available 
for veterans’ housing at terms recently approved by 
Congress, either as a result of developments in the 
money markets or further political action. 

Speaking of the influence of the national security 
program on 1952 construction, Downs said, “Up to 
now there has been no real shortage of materials for 
home construction, even at the high rate of building 
which has marked the past few months. Whereas 
certain metals will be in short supply and others will 
be restricted. neither of these factors will cause major 
curtailments in single-family home starts. 

“The outlook for financing new construction of 
apartment buildings, hotels, and certain classes of 
commercial buildings is definiteiy clouded by govern 
ment restrictions and a lack of risk capital. Declines 
in mortgage lending in these classifications will keep 
1952 from being as good a year as any of the last 
three,” according to Mr. Downs. 





Referring to recent claims that real estate demand 


| has fallen off in a number of sections of the country. 


Downs said that in spite of the building boom, de 
mand for all types of property has grown faster than 


| supply. 


REYNOLDS ALUMINUM Orchids 


po ee ee MAIL THIS COUPON om oe oe oe ee ee 
Reynolds Metals Company, 10 
Building Products Section, 
2016 South Ninth St., Louisville 1, Ky. 

From the listing above, | am particularly interested in the 
following products. Please send complete information. 


Name. 

Company 

Address 

City = Zone State 
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“You are doing a good job on the JOURNAL and I 


| enjoy reading each issue.” 


ApaM E. Hecker 
Mount Morris. Illinois 


“Our compliments on the outstanding job you are 
doing for the real estate industry. Keep up the good 
work. Your articles are gems.” 


Cuar.es R. Eprincton 
Tacoma, Washington 
“We enjoy every page of the JOURNAL .. . it 
keeps us informed.” 
Rutu V. Beck 
Weirton, West Virginia 
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@ NATIONAL HOMES’ smartness, variety 
i and VALUE make them the best selling 
1 homes on the market. Our new rambling 
/ ranch-type and Cape Cod models are a 
\ hit wherever shown. 

| Get the facts. See what it can mean to 
your business — now and in the future 
—to become a National Homes Dealer- 
Builder. Write today! 





stint HOMES 
NATION’S LARGEST PRODUCERS 


CORPORATION, Lafayette, Ind. 
OF PREFABRICATED HOMES... 


EASTERN PLAN LOL Miaslactl 


NEW YORK 
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‘‘No matter what the price range— 


WOMEN EXPECT TO SEE 


Mr. Chas. A. Mohr, President of the 
National Realty Corp. of Baltimore, Md. 
and President of the Builders Assn. of Md., 
gives you the straight facts about 

why he installs General Electric 

Kitchen equipment. 


ERE’S MR. MOHR calling on Mrs. E. Glenn Moore, Jr. in 

Woodmoore, suburban Baltimore. The Moores purchased 
their G-E equipped house 7 months ago, and Mr. Mohr is calling 
to get Mrs. Moore’s firsthand comments. 


Mr. Mohr sold his first group of 57 homes the first day they 
were advertised. Since then, he has erected more than a hundred 
additional homes. And, to quote Mr. Mohr, “the rest of these G-I 


equipped homes also sold themselves.” 


“No matter what the price range may be, women do expect to 
see General Electric equipment in the kitchen or else they're not 
keenly interested. It's no secret: G-E Kitchens sell my houses! 
Home Bureau, General Electric Company, Bridgeport 2, Conn. 


an ~s 





gee 


Sa 


“We're so very pleased with our G-E  Disposall,® ‘When two people work away from home as we do, 
Mr. Mohr. Now we get rid of garbage immediately. It’s so easy it’s awfully tiring just to stand there and wash dishes. With 
just to scrape food-waste down the drain. So wonderful, too, our G-E. Dishwasher, however, we just stack them and have 
for disposing of cantaloupe and watermelon! [t washes garbage the work done automatically. The G-E Dishwasher does a 


away simply by turning on the cold water.” much better job than | could do by hand, too!” 
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“Before I moved here, Mr. Mohr, | had a gas range and I 


**My mother has a General Electric Refrigerator and she 
hated to cook. This new G-E Range with its push buttons and 
automatic oven, is simply wonderful. And, we particularly 


like the deep well. It’s grand for steamed shrimp. This G-E 


thinks it’s marvelous. She's so enthusiastic about her General 
Range suits me to a “T’,” 


Electric that I wanted none other. A General Electric Refrig- 


erator is so quiet, dependable, and it has so much space for all 
foods a 


Lr} ah . 
Now we never want for hot water. There's always enough 
for all purposes, Mr. Mohr. Why, as a matter of fact, it’s now 


turned on the low mark of the indicator and I've never even 


“Mr. Mohr, I want to tell you again that paying for this G-E 
Kitchen equipment as a part of our regular mortgage is really 
the most painless method of payment I know of. Why, the 
additional charges are less than five dollars a month!” 


P. S. “Our G-E Cabinets are swell, too!” 


You can put your confidence in— 


GENERAL @@) ELECTRIC 


NaTIoNaAL Rear Estate 


had to turn it up. General Electric certainly makes efficient 
products!” 
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“PERFECT HOME MAGAZINE IS 
A BLUE-RIBBON PUBLICATION 


FOR A BLUE-RIBBON GROUP” 


Says A. A. Taul 


A. A. Taul and his associates have been leading developers in North Kansas 
City and Clay County. An active civic worker and former alderman, Mr. Taul 
has a hobby of training fine horses and has won ribbons in numerous horse 
shows, including the American Royal 


E ARE SENDING PERFECT HOME Magazine into the key homes of 

our community each month to help establish, maintain, and accelerate 
third party influence,” says A. A. Taul of Taul-Taul, North Kansas City, 
Missouri real estate organization. 

“PERFECT HOME is like a personal call upon the people whose opinions 
carry weight, creating a condition whereby they express favorable opinions 
about our company. 

“The business firms associated with us in sponsoring PERFECT HOME are 
very proud of this prestige builder. It is doing a great public relations job for 
all of us.” 

It is for such blue-ribbon organizations as this that PERFECT HOME Maga- 
zine is designed to serve as a good-will and good-business builder. By helping 
to build and maintain prestige it performs a valuable background selling job. 

PERFECT HOME is edited to tell the story of the leading real estate, home 
building, or home financing organization in a community. It serves its spon- 
sors by serving its readers. Every page sparkles with fresh, alive articles, strik- 
ingly illustrated, that make home ownership as interesting as it can possibly be. 
A professional staff of trained journalists selects the latest in home design, con- 
struction, decoration, and equipment the country over. 

Although professionally edited, profusely illustrated, PERFECT HOME is 
available to qualified building groups at nominal costs. Editorial preparation 
costs are shared among its users across the nation. Local reproduction and 
mailing costs are divided among the selected, reliable local building factors 
who join in sponsoring it and benefit from it. 

A limited number of exclusive, annual, renewable franchises are open to 
established organizations with unusually high qualifications. If you are inter- 
ested, address your inquiry to 


STAMATS PUBLISHING COMPANY y 
co CEDAR RAPIDS, IOWA 
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There’s more for your money 
in this interlocked, interwoven, 
fully ventilated wood core 


Do you judge construction with construction or compare price 
with price, overlooking the age-old maxim that you get only what 
you pay for? 

Buying on a price basis, being willing to put up with unproved 
doors that are ill-conceived and poorly built may save dimes initially 
. .. but it will lead later to dollars spent for replacement. Genuine 
economy — and a good selling feature — is effected by the specula- 
tive builder who sees to it that costs are lowered by the only way 
that really counts — that the FIRST COST IS THE LAST COST. 

That proposition is unconditionally guaranteed in Paine Rezo 
doors — the originaily patented hollow-core door time-proved since 
1935 by over five million installations from coast to coast. No other 
manufacturer can point to such a record of service to the building 
industry, nor to any other door that provides an equal degree of 
guaranteed satisfaction in performance. 


Write for a factual, well-illustrated data bulletin. 





Wi icomiin 





PANNE LOMBER (0.. tro. 2 


(ESTABLISHED 1853 
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Literally, you can see the strength 
of the Paine Rezo door — lighter 
than any door of its strength; 
stronger than any door of its 
weight. Chain ventilating channels 
to each cell absorb or discharge 
humidity uniformly; and the inter- 
locked, cross-banded wood strips 
check any tendency to warp. 





Architect saves time and money 


in new hospital construction with 


TEEL FRAMING 


Architects are quick to recognize the many advantages of 

Stran- Steel nailable framing in commercial and industrial 

construction. Read what Mr. A. McWayne, of Perkins and 

Sa esol monaae cea Siceet ieecmioh ‘eonee mong McWayne, architects and engineers, Sioux Falls, S.D., says: 

rust-inhibiting paint. 

“We are well pleased with the Stran- Steel construction 

as incorporated in the hospital at Redfield, South 

Dakota . . . Stran-Steel offers many possible savings in 


time and cost of construction.”’ 


Mr. McWayne says that Stran-Steel framing permitted 
complete enclosure of the building to allow interior work 
to proceed before exterior completion. This means that 
sub-trades (electrical, plumbing and heating) were not held 
up waiting for bricklayers, concrete workers, etc., to finish 
their jobs. Man-hours were saved and costs held down. 


Exterior view of construction. Electrical wiring is installed through Pay , ind a 6c nad, ori ee | msilding 

actory-punched holes in framing members If you are planning a school, hospital or industrial building, 
it will pay you to investigate Stran-Steel framing. Complete 
ernmnaener ed on request, or see Sweet's catalog service, 


architectural ( # ) and builders’ ( 2 ) files. 


GREAT LAKES STEEL CORPORATION 


Stran-Steel Division a Ecorse, Detroit 29, Mich. 


NATIONAL STEEL CORPORATION 


Spick-and-span interior of the hospital shows how flush 
finishing of walls and doors lends convenience, promotes 
sanitation. 
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Industry Spotlight 


Washington, D. C There's an important differ 
ence between the VA, FHA, and conventional loan 
rulings as to what “price” to use in determining per 
centage of downpayment for new homes under pre 
sent defense housing act. VA differentiates between 
sales and transaction price. The former is the price 
at which property is offered for sale and it determines 
percentage category of downpayment. The latter 
price includes any closing costs and is the one used 
to figure actual amount of downpayment. 

It works like this. A house costs $9,850 and closing 
costs come to $250. Since the sales price is $9,850 
a 6% downpayment is required, but the minimum 
downpayment is 6% of transaction price ($10,100) 
or $606 

For FHA loans, on the other hand, percentage of 
downpayment is figured on the value determined by 
the FHA, also not including closing costs. On conven 
tional loans, the total transaction price, including 
closing costs, is the price determining downpayment 


. * * * * 


Confusion exists as to just what NPA’s regulation 
M-4A, Section 7 actually refers. It applies only to 
aluminum in the “controlled material’ forms and 
does not limit or control use of such “Class B” alumi 
num products as aluminum nails, roll valley and 
flashing shingles, screens, doors. These Class B prod 
ucts may be used in new construction, repair, main 
tenance, and replacement 


. . * * * 


Industrial building awards for the first nine 
months of this year show a 179% increase over those 
of a similar period last year. Private housing awards 
are skidding . total awards to date are only $1.4 
billion compared with $2.6 billion to date in 1950 
Commercial buildings also show a decline. To date 
this year $498.2 million has been awarded in con 
struction contracts compared with $748.9 million dur 
ing similar period last year 


* * * . . 


If current government budgets are approved, de 
fense demands for plywood will probably require 
35%, of the industry’s production. The stepped-up 
requirements of defense agencies stem, in part, from 
a federal directive to military specifying agencies 
that wood and plywood be included as an alternate 
for steel to conserve metal 


. * . . * 


Being designated a “critical” defense area has not 
turned out to be the plum that many localities first 
thought. Credit restrictions are relaxed in such areas 
but not far behind this comes almost automatic re 
control of rents. And along with that bugaboo, unsold 
housing meets increased competition resulting from 
relaxed construction requirements 


The outlook for the mortgage money market, as 
reflected by delegates to the recent Mortgage Bank 
ers Association Convention in San Francisco, is not 
as bad as many in the home building industry had 
feared. Judging from convention comments, the mar 
ket should improve from now on rather than fade 
One aspect still in the hard-to-figure column is how 
to market 4% VA loans 
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SWITCH TO PREFABRICATION NOW! BUILD THE BETTER YofSs) WAY! 


NJOY smooth sailing in today’s declining home market. Switch to prefabrication now, and 
build the better P & H way. End worries over government loan curbs, high costs, material 
shortages. Build immediately, profitably with the new 1951 factory-engineered homes, 


Build Profitably—Whether you build 5 homes or 500, you can enjoy volume sales, project 
savings, minimum risk, prompt delivery, financing by taking advantage éf the P & H Builder 
Profit Plan. You can sell quality homes priced for every volume market—floor areas from 672 
to 960 square feet... two bedrooms or three, left hand plans or right, end placement plans for 
narrow lots. 


Easy Approval—Government and financial agencies, local building authorities and city councils 
recognize the enduring quality and lasting value of P & H construction, engineered by 
Harnischfeger Corporation. 


Financing Available—When local resources are limited, you can get construction loans or term 
mortgages through Harnischfeger Corporation’s service subsidiary, Builder’s Acceptance Com- 
pany. Write for booklet, “P & H Builder Profit Plan.” 


ow HHannischtenet, Coypovilion, wows own 


810 Spring Street Port Washington, Wisconsin 
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T’S a temptation to foresake quality in favor of easier sales 

these days. Take our own home building industry, for example 
The government is doing all it can to channel building activity 
into the low-price range. And it’s providing quite a lure, what with 
easier financing and less harsh material restrictions in that bracket. 

Building today’s houses for tomorrow's buyers at yesterday's 
prices taxes the ingenuity of even the most astute builders. But if 
the job is done right, the future will pay dividends. 

We were reminded of this particularly when we visited two new 
housing projects on the East Coast last week. Both were built for 
the low income group. But there is a vast difference. Inspecting 
one, a monotonous-looking project of row-on-row houses, differing 
only in color, you feel that in a few years this will be blight. Inside, 
the rooms are cubbyholes. It doesn’t take a very experienced eye to 
see where labor and material costs were cut. There is no doubt 
about it. You wouldn't want to live there. And judging from the 
sales, the only people who are buying are those who need housing 

. desperately. 

In the other subdivision, the houses cost a few hundred dollars 
more. The downpayment is slightly higher and that, no doubt, is 
screening out some prospects. But you can’t help feeling that those 
who are buying are satisfied they are getting a good home in a nice 
neighborhood. The houses are built on curvilinear streets, varying 
in setback and color, each with a different exterior treatment, or 
arranged in such a manner that it seems so. These houses aren't 
big, but they are expertly planned. Each utilizes space to the ut 
most. Materials pon workmanship are top quality. 

Thére is more than a few hundred dollars difference in these 
homes. There is a vast difference in what they will mean to the 
families who live there, the communities in which they are located, 
the builder himself, and the industry as a whole 

One project was planned and built by a builder with ingenuity, 
foresight, a personal interest in providing good homes at the low 
est possible cost. The other was built with no other thought than 
to get the houses up and sold as fast as possible. 

There is a big demand for economy Seaene now. And real estate 
or operative builders with the know-how should try to provide 
these homes. But let’s not submit to the temptation of building 
cheap homes, getting down into the low price range by sacrificing 
quality. We can’t afford that . . . now, or in the future. 

Every builder watches costs like a hawk. He has to do that to be 
competitive. But cheapness is something else again. Planning an 
attractive project costs little more than planning an unattractive 

Publisher ene. And making each house dramatic and individualistic in itself 
Hersert S. STAMATS amounts to little more in dollars and cents. Quality is what counts, 
Editorial Director whatever price homes we are building. 

Ratpu H. CLEMENTS Let’s not lose what we have gained. We have come a long way in 

Editor and Business Manager building homes for sale which are credits to our communities. To 
Bos FAwcEtt maintain that i he we must tax our ingenuity more than 
Menagine Edi ever before, building homes not only that people can afford, but 
ging Editor ° ‘ os 
that they want . . . homes we will be proud to say we built 15 years 
from now. 
Ingenuity doesn’t cost anything. And it pays dividends 
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ORE than $60 million will be 

spent during the coming 
year by JourNat readers to sus- 
tain the big modernization move- 
ment on income-producing prop- 
erties. 

In a comprehensive cross-coun- 
try survey taken among readers 
last month, property managers re- 
port their modernization plans for 
1952 are nearly as extensive as for 
this year and last, the biggest re- 
modeling years in the past two 
decades. 

Although rent control is. still 
harnessing an all-out moderniza- 
tion boom, most managers say re- 
conditioning of rental properties 
has become an economic necessity, 
regardless of restrictions and ceil- 
ings. 

In the rent controlled areas re- 


units to satisfy increased demands 
for housing in these areas. 

Managers are laying more stress 
on frequent physical inspections of 
their properties and careful selec- 
tion of quality materials to ward 
off high replacement costs. To the 
question, “How often is a com- 
plete physical check-up given your 
properties?”, 35.9% said annual- 
ly; 28.1%, semi-annually; 14% 
quarterly; 3.9%, monthly, and 
17.9% at other intervals. 

Quality and durability are the 
major considerations in selecting 
the materials and equipment for 
modernization. Managers say they 
themselves make the selections in 
90.6% of the cases. Several of 
those surveyed said price of ma- 
terials is not necessarily a major 
factor because some of the most ex- 


Throughout the country, in small and large cities alike, moderniza- 
tion of income-producing properties continues at a rapid pace. 
Property managers, realizing the danger in competition from new 
construction and the investment gamble in ignoring depreciation, 
are formulating extensive plans for 1952. To discover significant 
trends in this modernization movement, the Journal conducted a 
comprehensive survey among its readers last month. Here is what 
they are planning, how much they will spend, what they will buy 


maining, plans are surprisingly 
extensive, although not as com- 
plete as in decontrolled areas. 
Managers say more owners are 
realizing that depreciation cannot 
be left unchecked if they expect to 
get the maximum long-range re- 
turn from their investment. Plans 
in these areas center primarily 
around maintenance and minor re- 
placements of physical facilities, 
rather than the major alterations 
evident in decontrolled areas. 

In both controlled and decon 
trolled cities, except in booming 
defense areas, managers are feel- 
ing the pinch of slackening de- 
mand and tenant selectivity due 
to new construction. Credit restric- 
tions on new homes helped to hold 
up the rental occupancy rate dur- 
ing the past year. But recent slash- 
es in downpayment requirements 
on new homes costing less than 
$12,000 (the market for a majori- 
ty of tenants) is expected to de- 
crease rental property occupancy 
in coming months. 

Principal objective of managers 
in defense areas is to provide more 
rental accommodations from exist- 
ing facilities. Large apartments 
and big, difficult-to-sell homes are 
being converted into more rental 
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pensive equipment will prove most 
economical in the long run. 

Amount of money to be spent 
per manager-reader for moderni- 
zation and maintenance during the 
next year varies considerably. 
Some managers estimate their ex- 
penditures as high as $200,000. 
Others decline to estimate because 
of fluctuating labor and material 
costs. Over-all average to be spent 
is $9,201.98. Only a few say they 
are deferring their plans because 
of shortages of labor and materials. 

Decorating leads the list of ways 
managers will modernize during 
the coming year, closely followed 
by roofing. A significant trend is 
that more attention is being given 
the modernization of kitchens and 
bathrooms in residential proper- 
ties, managers feeling that these 
rooms are focal points in renting 
High on the modernization list are 
new plumbing fixtures, refriger 
ators, ranges, kitchen cabinets, 
floor coverings. 

Another major trend indicated 
is that more emphasis is being 
placed on tenant comfort, a large 
yortion of the modernization dol- 
ars being slated for replacement 
of heating equipment and water 
heaters, and an increased amount 
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planned for installation of tem- 
perature controls and air condi 
tioning systems. 

Asked specifically what items 
that would include in their 1952 
modernization programs, 68.7% 
named decorating, 61.7% checked 
roofing. Other items and their fre 
quency of mention: Plumbing fix- 
tures, 45.2%; building exterior, 
44.3%; heating equipment, 
37.3%; water heaters, 37.3%; 
window shades, 37.3%; floors, 
36.5%; lighting fixtures, 35.7%; 
wall coverings, 35.7%; wiring, 
26.1%; refrigerators, 26.1% ; rang- 
es, 25.2%; venetian blinds, 25.2% ; 
kitchen cabinets, 20.9%; store 
fronts, 20.9% ; countertops, 19.1% ; 
doors, 19.1% ; temperature control, 
13.9%; piping, 13.9%; pumps. 
9.6%; air conditioning, 8.7%; 
flush valves, 7.8%; laundry tubs, 
6.9%; elevators, 5.2%; washing 
machines, 4.3%; sound control, 
2.6%. 

More residential units are be 
ing furnished with major kitchen 
and laundry appliances than in 
previous years. Managers say re 
frigerators are installed in 51.6% 
of their residential units, ranges 
in 57.5%, automatic washing ma 
chines in 41.2%, and automatic 
clothes dryers in 9.8%. Of those 
furnishing laundry appliances, 
44.8% include the use of these ap- 
pliances in the rental and 37% 
use coin-operated machines 

In line with continued high ex 
penditures for modernization is the 
amount of money to be spent by 
managers on maintenance items 
Survey results show that managers 
are budgeting more money for 
cleaning. believing such mainte 
nance will not only improve ap 
pearance of exterior and interior 
but also cut down on high replace 
ment costs. To the question, “How 
much will you spend during the 
next 12 months for cleaning sup 
plies?”, answers averaged $539.16 





Number and Types of Properties 
Managed by Journal Readers 


442.101 apartments 
297.970 homes 
139,555 stores 
5,395 office buildings 
2.080 hotels 
10,335 loft and industrial 


897,345 


Journal readers maintain 
15,388 buildings with elevators 














When Do | Earn My Commission? 


HE real estate broker's right 
to his commission, or his right 
to recover damages from the own- 
er in lieu of commission, is often 
conditioned on the type of agree- 
ment between the broker and the 
owner. Whether or not there is an 
exclusive listing, or an exclusive 
right to sell; whether or not the 
agreement between broker and 
owner is oral or in writing; the 
exact stipulation between the par- 
ties as to when the broker shall be 
entitled to his compensation 
all have an effect upon the brok- 
er’s right to commission. 
Generally, in order for a real 
estate broker to recover his com- 
mission, there must be some pre- 





Ten Commandments of 
Good Listings 


1. Get your listings in writing. It 
prevents future unpleasantries as 
to terms, and in some states may 
be absolutely necessary to insure 
recovery of commissions 


2. An exclusive listing usually 


saves legal headaches for the agent 
as well as the seller and the buyer 

3. If vou are acting as agent for 
both the buyer and the owner, be 
sure that both parties are informed 
of, and agree to, this arrangement 

4. Keep your owner informed of 
all prospects. This may protect you 
if the prospect later closes the deal 
with the owner without your know 
ledge and assistance. 

5. If you make a sale to a rela 
tive or business associate, make cer 
tain that your owner fully under 
stands that this is the case 

6. Make your listing in detail 
Include price, terms, items going 
with the property, such as carpet 
ing, draperies, as well as date of 
possession, existing tenancies 
7. Have each and every 
sign the listing agreement 


owner 


8. Get your agreement to pur 
chase signed by the parties and 
then follow through until the trans 
action is completed 

9. Be sure you “play fair” with 
the sellers if you take net listings 
because they are subject to the 
closest scrutiny of the courts 

10. A poor listing is like a poor 
lawsuit it is better to never get 
into it 











* Mr. Gorsuch, attorney and partner in 
the law firm of Gorsuch and Kirgis, Den 
ver, Colorado, has had considerable ex 
perience in real estate contracts and has 
given numerous lectures on the subject 
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existing agreement between he 
and the property owner. The brok- 
er who knows that certain proper- 
ty is being offered for sale is not 
entitled to a commission if, with 
out first consulting the owner, he 
procures a buyer who eventually 
purchases from the owner. In such 
a situation the broker is treated as 
a mere volunteer, and the fact 
that the owner takes advantage of. 
and profits by, his services does 
not entitle him to a commission. 
This is generally true, even though 
after the sale the owner promises 
to pay the broker. 

Likewise, when a_ broker has 
failed to find a buyer during the 
period in which the property is 
listed with him, the owner is not 
obligated to pay a commission, if. 
after the expiration of his listing, 
the broker finds a purchaser, un 
less there is a specific provision to 
that effect in the listing agreement. 
In the absence of a new agreement, 
or offer, between the owner and 
the broker. the broker is again in 
the position of a volunteer. Nor is 
a broker who has an option to pur 
chase allowed any commission if 
he sells the land to a third person 
In such a case, the broker's rights 
are those of an optionee. and not 
of an agent. 

Under certain circumstances, 
however. a promise to pay com 
missions will be implied. For ex 
ample, where a broker had fre 
quently made sales for an owner 
in the past, without contacting the 
owner prior to beginning negotia 
tions. and the owner had always 
paid a commission, a promise to 
pay is implied and the owner can- 
not suddenly refuse compensation. 

The necessity for a written 
agreement between owner and 
broker is not uniform throughout 
the United States. In the absence 
of a specific statute requiring such 
an agreement to be in writing, an 
oral understanding is sufficient. 
Some states do have laws, how- 
ever, which provide that contracts 
for the employment of real estate 
brokers must be reduced to writ 
ing or they are invalid. 

Much the same situation exists 
with regard to whether or not the 
broker is licensed. Although most 
states have laws requiring brokers 
to obtain licenses, the majority of 
jurisdiction holds that failure to 
be licensed is not an impediment 
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to recovery of commissions. Some 
states, in order to force compli 
ance, however, have refused com 
pensation to unlicensed brokers. 

Most owner-broker deals are 
not actually contracts at all. The 
owner merely makes an offer to 
the broker to allow the broker to 
sell the property. The offer may 
consist of an “exclusive listing” 
where the owner promises that no 
other broker will be allowed to 
make the sale, or it may be an 
“open listing” where the broker is 
one of many trying to find a buy 
er. The owner may stipulate that 
the broker shall have a certain 
time to find a buyer, or there may 
be no understanding as to the du 
ration of the listing. 

In the latter case the courts hold 
that the “offer” is effective for a 
“reasonable time” (which is the 
lawyer's way of saying, “Nobody 
knows how long’). In any event. 
unless the broker delivers some 
payment or other consideration 
(other than the usual express or 
implied promise to use due dili 
gence in effecting a sale), the own 
er’s promise amounts to an offer 
only, and in accordance with gen 
eral rules of contract law may be 
revoked by the owner at any time 
prior to the broker’s acceptance 
through performance without sub 
jecting the owner to liability for 
damages. 

This last statement is subject to 
certain qualifications which are 
discussed more fully below. In the 
few cases where the broker actual 
ly pays a bonus to the owner for 
the privilege of negotiating a sale, 
or makes express promises to make 
certain special arrangements, there 
is a binding contract of employ 
ment for the time stipulated, and 
if the owner attempts to back out 
before the expiration of this time 
he makes himself liable to a suit 
for breach of contract. Further 
more, if the broker finds a buyer 
within the agreed employment 
period. even though he has been 
fired by the owner, the broker 
stands a good chance of collecting 
his commissions. This latter ar 
rangement is so unusual, however, 
that this article will be confined to 
the more prevalent situation in 
which the broker is merely an “of 
feree” until he completes perform 
ance, and thus effects an accept 
ance. 
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The general rule is that a brok 
er becomes entitled to his commis 
sion when he finds a buyer who is 
ready, willing, and able to pur 
chase the property at the terms 
and on the conditions stipulated by 
the owner when he lists the prop 
erty. It is difficult to ascertain 
from the numerous decided cases 
when a buyer actually is “able” 
to perform. Generally, the propos 
ed purchaser must have legal ca 
pacity to purchase, and sufficient 
finances to make the downpay 
ment and to complete any contract 
of purchase into which he enters. 
The purchaser is not considered 
“able to pay” if he must rely en 
tirely upon third persons for his 
funds, when the third persons are 
under no obligation to him. 

If the broker procure a 
purchaser who is ready, willing, 
and able to purchase the property. 
the owner will not be allowed to 
escape payment of commissions by 
arbitrarily refusing to deal with 
the purchaser. Nor can the owner 
deprive the broker of his commis 
sion by revoking the broker's 
agency after the broker has con 
tacted such a buyer. and has ob 
tained, or nearly obtained, the pur 
chaser’s consent to buy. As long as 
the broker is the effective cause of 
the ultimate sale. the owner is 


does 


bound to pay him his commission 

Suppose the owner, when he 
lists the property, stipulates that 
he will not sell for less than $30, 
000, with a downpayment of $10, 


000. The broker, in order to earn 
his commission, must find a buyer 
who will agree to these exact 
terms. unless the owner consents 
to other terms. In fact, it has even 
been held that the broker is not 
entitled to his commission if he 
procures an offer more favorable 
to the owner. which the owner re 
fuses 

If the owner fails to spec ify the 
terms which he will accept when 
he lists the property, the broker's 
position is more uncertain. The 
owner has the right to accept or 
refuse any offer even though 
his refusal be arbitrary and the 
broker has no recourse. Of course. 
the owner cannot refuse to deal 
with the buyer and then, after the 
broker has abandoned his agency 
or has been discharged, close the 
deal with the buyer in order to 
escape payment of commissions. 

Where the listing is for a speci 
fied time and the broker has nego 
tiated with a buyer. but the buyer 
has not yet definitely acquiesced. 
the courts are divided as to wheth 
er the owner can later complete 
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If the owner fails to specify the terms which he will accept when he lists 


the property, the owner 


the sale and escape payment of 


commissions. Some of the 
hold that there is no commission 
due, regardless of the fact that the 
broker's services have been of val 
ue to the owner. Other courts have 
allowed the broker to recover his 
commissions if he has been the 
“procuring cause” of the sale and 
there has been no interruption in 
the negotiations 

Ordinarily, the broker’s arrange 
ment with the owner is that the 
broker shall effect a sale. Under 
this type of deal, as discussed 
above, the broker has completed 
his duties when he finds a ready, 
willing, and able purchaser. That 
is, the broker is the procuring 
cause of the sale. The broker can 
recover his commission if he finds 
such a buyer, even though the 
buyer later refuses to consummate 
the contract into which he and the 
owner enter. 

On the other hand, if the broker 
is to obtain a written contract from 
the buyer, no commissions can be 
collected until an enforceable writ 
ten contract is furnished. In such 
a case the written contract must 
be enforceable by the owner in his 
own name, and not one that has 


cases 
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has the right to accept or 
even though his refusal be arbitrary 


offer 


has no recourse 


refuse any 
and the broker 
been entered into by the realtor 
in his name alone 

In this latter the broker 
can still recover his commissions, 
however, if he procures an oral 
agreement only, and the buyer is 
willing to perform but the owner 
uses the statute of frauds as an out. 
Furthermore, even when the brok 
er is to obtain a written contract 
before he earns his commissions, 
the owner is obligated to pay when 
the contract is signed, and the fact 
that the contract for purchase is 
never consummated does not re 
lieve him of this duty 

One case that has been before 
the courts several times involves 
the situation where the broker 
locates a buyer, negotiates with 
him, but, before the buyer has 
agreed to purchase, despairs of 
making a A. and withdraws from 
the deal. In such circumstances it 
is held that the broker is not en 
titled to any commission, regard 
less of the fact that the buyer lat 
er completes the purchase. The 
broker has abandoned the negotia 
tions and cannot be considered the 
procuring cause of the sale 


case 


(Please turn to page 39) 
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Aerial photo shows layout of the 150-acre Styertowne development 


center lower foreground. Industrial area, partially shown, 


BLUEPRINT 


for Building a City 


"rer see a “self-sustaining” community with 
A an ideal balance between residential, commercial. 
and industrial facilities is a goal of many builders 
and one which calls for a maximum in planning, 
foresight, and building know-how 

Land planning of such a project must not only 
meet immediate social and economic needs but must 
also take into account expected needs of the develop 
ment 10, 15, 20 years in the future. Once a location 
is chosen, painstaking work will no doubt be neces 
sary to effect changes in existing building codes and 
zoning laws. Residents must be convinced that en 
couraging industry to locate in the area is a sure 
way to bring in added income and employment. he lp 
lower taxes, create a practical economic balance. 
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1 to provide jobs 


Housing projects that include shopping centers 
are not uncommon. But not so common — yet the 
dream of many builders — is to plan, design, and 
develop a project that provides housing and com- 
mercial facilities plus industrial plants. Here’s an 
account of the pattern followed by Albert A. Stier 
in his 150-acre Styertowne project in Clifton, New 


Jersey. It shows how to complete the square of 


integrated living, playing, shopping, and working 


And after these obstacles have been overcome, 
strict adherence to pre-determined building require 
ments and restrictions is necessary to assure that the 
desired balance between living, recreational. 
ping, and industrial areas is not violated 

A community that is being developed following 
such a pattern is Builder Albert A. Stier's 150-acre 
multi-million dollar Styertowne project in Clifton. 
New Jersey. only 20 minutes from mid-town Man 
hattan. 

When all construction is completed. Styertowne 
will consist of two 100-home projects of custom-built 
houses selling at an average price of $20,000, one 
called Robin Hood Village, the other Sherwood For 
est; a 344-unit 11-acre garden apartment project; a 


shop 
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$5 million 14-acre shopping center; a 60-acre indus 
trial tract. 

The 4114-acre Sherwood Forest development is be 
ing built on a site that formerly was a nursery tract 
and that is thickly planted with ornamental trees 
such as cedar, hemlock, birch, white pine, linden, 
and species imported from Africa. 

In planning the residential areas of Styertowne, 
the builder provided for both individual houses and 
garden apartments because he firmly believes that in 
any residential community consideration must be 
given to the housing desires of those who prefer 
apartment living. Young married couples, older cou 
ples whose children have moved away from home. 
and people who prefer that the responsibilities of 
maintenance and repair be left to management are 
good prospects for new housing developments but 
oftentimes they do not want’to undertake purchase 
of a home. 

Sufficient area for lawns and play areas was set 
aside in the two- and three-story, colonial style 
Styertowne garden apartments so that residents could 
have the same benefits of community living that they 
would enjoy in a residential block of one-family 
homes. More than $50,000 was spent for landscaping 
the apartment site. 

At completion, the triangular-shaped $5 million 
shopping center will have five separate buildings 
grouped around a 10-acre parking area. The parking 
area will accommodate 1,400 cars and provide 12 
square feet of automobile space to every square foot 
of store space. This parking-floor space ratio is ap 
proximately three times the national average. 

The center will have ramp entrances and exits to 
an adjacent express highway and easy access to other 
local traffic arteries. A detailed study by an insurance 
company shows that the shopping center has a poten 
tial trade area of one million customers. 

The “Allwood” building, first to be completed in 
the center, contains a bank, supermarket, post office, 
cleaning establishment, and gift shop. A second build 
ing, a $650,000 two-story and basement department 
store, has 50,000 square feet of floor space. Its front 
entrance will be at sidewalk level, the rear entrance 
on a level with the parking lot. and a third entrance 
level is planned for the second floor with direct access 
to roof parking which is to be constructed on adjoin 
ing buildings. 

A third 100x340-square foot building, to be built 
at a cost of $800,000, will have a variety store, now 
under lease, other retail stores, and second floor of 
fices for the Stier enterprises. 

At a later date, a two-story 150x200-square foot 
building will be erected to contain recreational and 
additional retail businesses. 

Stier’s original idea for Styertowne called for one 
more essential . . . jobs. He believes that a man is en 
titled to have work near his home and to have time to 
enjoy his home rather than spend many hours com 
muting long distances to work. 

With the current trend of industry to decentraliza- 
tion and with highway and railroad facilities nearby. 
Stier believed that his 60-acre industrial tract would 
soon draw attention from manufacturers. He has set 
two major conditions for any proposed plant in Styer- 
towne. One, buildings must be designed in a modern, 
streamlined pattern, and, two, they cannot create any 
nuisance in odor, smoke or noise. 

Styertowne’s industrial center is expected to pro 
duce jobs for more than 5,000 people when all con 
struction is completed. Already many diversified con 


NATIONAL REAL Estate AND BuILDING JoURNAL 


The $5 million shopping center will have a complete array of re 
tail businesses and will have the main offices of Stier enterprises 


cerns are in operation including manufacturers of 
television equipment, machine and tool products. 
printing materials, and cosmetics 

Stier sees two chief necessities in planning large 
scale communities that will provide employment in 
addition to the usual living. educational. recreational. 
and shopping facilities. First is that zoning laws must 
be revised so that more industries, properly located 
and well housed, can be brought into a community 
and, second, a selling job must be done to show in 
dustry the desirability of a particular region. 

He says that such a community is of great im 
portance to builders because it creates a strong mar 
ket for years to come. It is important to home owners 
because it lessens the financial burden of owning 
property, expanding industry pays an increasing pro 
portion of real estate taxes. It also means earning a 
living nearby . converting commuting hours into 
home hours 


Individual homes in Styertowne are custom-built, sell from 
$18,000 and up. Sherwood Estates was formerly a nursery tract 
and many ornamental trees have been preserved in landscaping 
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=, Hazardous for Today’s Appraisals? 


General use of depth tables has become a frequent practice in 


appraisal work. But the author challenges the way they are applied 


under today’s conditions. He points out their ineffectiveness in de- 


termining resultant value where parts of business properties are 


taken for street widening, unloading, other purposes. In this article 


he advocates complete appraisals before and after the taking to 


By FRANK A. DE BOOS* 


ULES must be changed to keep abreast of the 

times. In appraising. depth rules and tables can 
not be applied in many cases today where they have 
been effective several years ago. This is especially 
true in determining the difference in value when 
parts of business lots or buildings are taken for wid 
ening streets or similar purposes. 

In some appraisal cases I have had, parts of build 
ings were ie = in condemnation where the remain 
der of the land (and building after new front and re 
pairs were made) was ill-suited for the tenant. The 
“taking” destroyed the “highest and best use of the 
property.” 

A case in point was that of a store leased to the 
Woolworth Company. The land, approximately 
60 x 110 feet. was completely covered by a one-story 
and-basement building. The front half of the land 
and the building were taken. Appraisers for the city 
contended that since the store after repairs would 
front on the widened street, the depth rules would 
apply. This meant the damage would consist actually 
in the taking of the rear half of the land, and the 
damage to the land would be only about 30%. plus 
cost of installing a new front. 

The resultant effect after widening was to leave a 
much greater percentage of show window space to 
the former total area, a much reduced sales area, and 
a very poor store layout. 

The gist of my argument is that in the appraisal of 
either vacant or improved business property, depth 
tables cannot be used. The appraisal problem consists 
of two separate appraisals, the first being the fair 
cash market value before, and the second being a 
similar appraisal after, the difference being the dam 
age or loss to the owner. 

Another example was where the owner had a cor 
ner on an ordinary business street. mostly vacant 
land but developing fairly rapidly. The owner had an 
offer for the land, which had a 65-foot front and was 


*Mr. DeBoos, realtor of Detroit, Michigan. has had 32 years of 
appraisal and property management experience. In addition to 
appraising, managing, selling, and leasing all types of proper 

ties, he has served on the appraisal committee and as vice 

president and director of the Detroit Real Estate Board 
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accurately determine the resulting differences in property value 


110 feet deep, for use as a bowling alley. A strip of 
27 feet was to be taken along the front. leaving the 
lot 65 x 83. The prospective purchaser could not use 
the land for his purpose and. when he learned of the 
pending condemnation, he dropped the deal, Depth 
table application showed only slight damage. The 
taking of the rear 27 feet destroyed a higher and bet 
ter use of the property. 

Most brokers and experienced appraisers of busi 
ness property know that a larger and deeper piece 
of property can be utilized many more ways than can 
a smaller, shallower piece. Therefore, in many cases, 
the highest and best use of a parcel may be destroyed 
by the taking of a part. 

For super markets, auto agencies, churches, gaso 
line stations, department stores, “hot spot” business 
development, and so forth, the size and depth of a 
parcel constitute the main requirement. Some busi 
ness streets widened in Detroit and leaving shallow 
lot frontages have shown little or no development in 
the past 25 to 30 years. As prospective business ar 
teries their value has been largely destroyed 

Men who advocate the depth rule. in my opinion 
overlook this important fact. They assume that the 
use and value of the land within the parcel varies 
greatly, the front portion being worth considerably 
more than the rear. The old 4-3-2-1 depth rule as 
applied to a lot 100 feet deep assumes that the front 
25 feet is worth 40% of the entirety; the second 25 
feet of depth, 30%; the next 25 only 20%. and the 
rear 25 but 10%. Most depth rules give a similar ap 
proximation of value and may be applied so that 
the value of any desired dépth can be calculated 

These applications may be all right for tax assess 
ment purposes where, in general, detailed studies 
cannot be made for each particular parcel and only 
approximate values are desired. It also affords the as 
sessor an argument that he is assessing variable depth 
lots on the same basis. Such method overlooks entire 
ly the restricted use that can be made of the shallower 
and remaining parcel. 

It is my contention that, in general. the damage 
should be figured on a square footage basis, every 
square foot of the parcel being worth as much as any 
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other square foot in same. Further, that severance 
damage may also ensue and should be given consider 
ation, depending on the amount of land taken and 
the resultant depth left for development. 

There is no depth rule that can be applied to deter 
mine the resultant damage or loss, in my opinion. 
Each parcel requires special investigation. 

There may be a few specific exceptions, however, 
where a shallow lot could be worth considerably more 
per square foot than one of greater depth. This might 
occur in a district of high frontage values, such as is 
the case of 100% business and retail shopping areas 
in any of our larger cities. 

Small stores that get their patronage from foot 
traffic and customers of customers of large adjoining 
stores can and will pay more rental per square foot 
than a larger store. They cannot exist, however, un 
less the larger stores are there. This differential de 
clines as the land value per front foot or square foot 
diminishes until you reach a point where it is diffi- 
cult to lease a store of 25-foot depth, for example, 
except for a very low rental. 

The off-street parking and truck-loading zoning 
ordinances play heir part, particularly here in De 
troit. in iia lots of greater depth much more de 
sirable. Then, too, tenants can provide ample parking 
spac eon deeper lots for customers. 

Some time ago I made a lease to a national ladies’ 
wear chain for a store to be built in one of our out 
lying “hot spots” that was under development. The 
corner was 30 x 100 feet. The city demanded a 20 
foot strip at the rear to take care of truck-loading for 
the store, in accordance with a new zoning law. The 
tenant then would not go through with the transac 
tion as they required the entire lot for their store. 
Fortunately, since the Montgomery Ward Company 
had the entire block for auto parking back of the 
alley on which the street fronted, we got the city to 
permit us to build on the entire lot. Depth rule appli 
cation of lot value would show this rear 20 feet to be 
worth only about 8% of the entirety. 

Another example, occurring a number of years 
ago. involved the sale of an alley corner, one-half 
block west of Woodward Avenue in our downtown 
business district, on a cross street of some promi 
nence. My client wanted and needed the entire lot 
for development. The city again endeavored to insist 
on a truck-loading zone on land at the rear of the 
proposed building. Such setting aside of a portion of 
the land would have been serious. Fortunately, here 
again, after some difficulty, we were able to build 
on the entire lot. 

An article I wrote in 1949 for the Appraisal 
Journal on the application of depth rule tables to 
vacant business property was the first public chal 
lenge, I believe, contesting the theory of depth rule 
application in the evaluation of business property 
Since that time I have had many favorable reactions 
from prominent appraisers and business brokers. On 
ihe other hand, two college instructors in real estate 
appraising have told me they use this article when 
they come to the subject of depth rules. 

Prior to publication of that article. most appraisal 
text books leaned rather heavily on depth rule appli 
cation in evaluations. This probably stemmed from 
application by assessors for so many years. But it 
was not sufficiently reviewed in the light of recent 
development need for larger stores, increased 
traffic. demand for more parking space. Any apprais 
al technique or system must be brought up to date 
with such development. 
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Handling Retail 
Property Leases 


By SIDNEY D. COHEN 
Baltimore, Maryland 


HERE is no hard and fast rule of procedure that 

a broker can apply to all negotiations for leasing 
retail business properties. Each separate transaction 
will probably have circumstances peculiar to it and 
the best technique to use will depend on several im 
portant factors. 

For instance, if negotiations are to be held with a 
trust company, insurance company, or other large 
institution controlling property the methods used 
would generally be different than if negotiations are 
to be held with an individual owner. 

It is true in most cases that institutions controlling 
many commercial properties have established uni 
form policies for dealing with prospective tenants 
Many will not agree to long term leases unless they 
are protected by percentage lease clauses. Others will 
have set ideas concerning what improvements can be 
made to a property. 

An individual owner, on the other hand, is more 
flexible in his thinking about matters of this kind and 
can be influenced by the broker regarding changes 
in a property and other requirements of a prospec 
tive tenant. 

One of the most important obligations of a broker 
is to represent his client, whether owner or prospective 
tenant, to the best of his ability. A broker should not 
try to “sell” ideas that are not in keeping with a fair 
presentation of the property ecboal and he should 
be able to produce divans to justify any represen 
tations he may make. 

Most chain store organizations and top executives 
of other businesses are familiar with rental values 
throughout the country and they will have informa 
tion to help determine an equitable rental for prop 
erties they are interested in. It would be foolish for a 
broker to attempt to influence either of these types 
of prospects as to location or rental value of a spe 
cific property. 

This means that a broker must assume the role of 
a so-called “expert.” His appraisal of a property must 
be thorough and com sletely detailed. A broker must 
have a well-grounded familiarity with trade areas, 
specific locations, and past rental histories and experi- 
ences so his services will be absolutely necessary in 
negotiating the best deal for a client. 

Some of the factors that must be considered in de 
termining rental values include desirability of loca 
tion, amount of area available (taking into considera 
tion requirements of tenant's operations), relation of 
neighboring tenants to value of location, flow of 
pedestrian traffic, accessibility of location, and calibre 
of merchandising in a particular business block in 
question. 

In other words, it would not be good business for a 
broker to try to place a women’s apparel chain fea 
turing popular-priced merchandise in a “Fifth Ave 
nue” location. Eandes it would not be sensible to 
place an exclusive operation in a mass traffic spot, one 
where the shopping traffic is looking for low-priced 
merchandise 
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CLOSING INDUSTRIAL TRANSACTIONS 


Closing a “normal” industrial transaction shouldn’‘t be difficult if 


the entire sales program has been planned and followed carefully. 


But not all transactions are normal. There can be misunderstand- 


ings, legal tangles, other last minute hurdles. The author, a leading 


industrial realtor, suggests how to meet unforeseen closing traps 


Is there some secret formula for 
closing an industrial real estate 
transaction? Those who have un- 
dertaken to answer this question 
over the years have, almost with- 
out exception, properly pointed out 
at the very outset that the success- 
ful closing of a normal deal cannot 
be viewed as a separate or distinct 
phase of the transaction. Rather, it 
is the final step toward which all 
planning has meticulously been di- 
rected. 

If the selling program has been 
effectively designed, obtaining the 
all-important signature presents 
no serious difficulties. If such does 
not prove the case, the trouble 
should usually be sought in some 
earlier phase of the negotiations, 
each step of which should be care 
fully analyzed. 

This statement applies to a nor- 
mal deal and assumes, as one writ- 
er has put it, “that the buyer has 
been led to an inevitable conclu- 
sion through logical development 
and sunaetidies reasoning. The 
problem of wrapping up the pack 
age is not, however, always that 
simple. Unforeseen emergencies 
often complicate what has seemed 
a conventional transaction. In an 
effort to guard against such unex- 
pected contingencies, most of us 
have developed individual practic 
es which have stood the test of 
time and often saved the day. 

Having brought about a meet 
ing of the minds, I like to draw my 
own offers and contracts, or at 
least to dictate an outline of their 
basic terms, not for ultimate use 
but as a suggestion to the attor 


* Mr. Lang, treasurer of Cragin, Lang 
& Co., Cleveland realtors, has served as 
president of the Society of Industrial 
Realtors and Cleveland Real Estate Board 
His firm specializes in management, ap 
praisals, brokerage, finance 
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By LAURENCE H. LANG* 


neys, who can later translate them 
into proper legal language. In this 
manner I can make reasonably 
sure that the conditions, especially 
those arrived at as a result of com- 
promise, will be properly set forth. 

am sure we have all suffered 
from the efforts of a well-inten- 
tioned attorney to remake our deal 
without regard for the understand 
ings which have been brought 
about between the parties by us. 
The submission of an outline al 
ready approved as to substance by 
his client may save you the neces 
sity of reorganizing the entire 
transaction. 

Every effort should be tactfully 
made to keep the final legal instru- 
ments as simple as possible, both 
as to language and form. No pos 
sible advantage lies in the use of 
one of those finely printed volumes 
which attempt to anticipate every 
imaginable contingency in com 
plicated legal terminology incom 
prehensible to the average layman. 
The same contract expressed in 
equally effective simple everyday 
language can be interpreted and 
sold by you far more convincingly. 
should you be called upon to do so. 

The interpretation of an involv- 
ed contract may prove difficult. 
The attempt to explain one which 
is manifestly unfair to either party 
may well prove fatal. Such confi- 
dence as may have been inspired 
during the earlier stages of the 
deal can be seriously shaken, if 
not destroyed, by the presentation 
of final papers which fail to evi- 
dence that complete equity which 
you have led both buyer and seller 
to expect. A salesman must dem 
onstrate undeniable fairness and 
sound judgment to the very end. 
if he expects to close his deal suc 
cessfully. 

Although I may have secured 
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their verbal approval, I still strive 
to make my services available to 
both buyer and seller, and their 
respective attorneys. With this in 
mind I try to be present whenever 
they confer. The fine balance of a 
verbal agreement is one readily up- 
set by unforeseen circumstances 
and far more easily readjusted at 
the time when differences arise 
than at any other moment. You 
can then decide where the reason 
ableness of the question lies. 

Arbitrary demands on the part 
of either party create difficulties 
which can only be successfully met 
by approaching the problem in a 
sincere spirit of helpfulness. Such 
an attitude seldom fails to gain 
recognition and usually avoids 
arousing the ill will of anyone in 
volved in the transaction. 

Other problems are bound to 
arise from time to time — proba- 
bly because few of us are infallible 
or immune to occasional slip-ups 
somewhere along the line. We may 
overlook a vital requisite of a buy- 
er innocently misstate an im- 
portant characteristic of a prop- 
erty. or in some other way create 
last minute hurdles which must 
be cleared before we can reach the 
finish line. The development of 
that ingenuity which successfully 
meets such an unexpected emer 
gency usually comes only with 
broad experience. Its effectiveness 
is dependent upon the degree to 
which its possessor remains con- 
stantly on the alert. 

Admitting that the “normal” 
deal tends to close of its own mo- 
mentum provided the preliminary 
negotiations have been properly 
planned, I hope I have made it 
clear that I have personally experi 
enced few such welcome transac- 
tions and prefer to approach my 
closings with less complacency. 
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‘NSE SEN 


The outside living area, radiant heated and illuminated, and 
the redwood battan, fieldstone trim, and glass areas of the in 
formal exterior make year-round use of area inviting, enjoyable 


TOMORROW'S 
LIVING 
TODAY 


Today’s economic conditions, 
materials restrictions, and high 
costs have almost throttled any 
luxury home building. But if the 
green light does come again for 
this type construction, builders 
can profit from the innovations 
in design and construction used 
in Fritz B. Burns’ model ‘‘Home 
ef Tomorrow” in Los Angeles 


OVERNMENT restrictions 

have practically eliminated 
so-called luxury home building. 
But thousands of builders and pros- 
pective buyers have visited Builder 
Fritz B. Burns’ model “Home of 
Tomorrow” in Los Angeles, to ob- 
serve its many advanced ideas and 
materials for use in planning and 
building more functional homes in 
the future. 

The U-shaped display home has 
2.400 square feet of floor space 
with the wings of the home flank- 
ed by a large landscaped court con 
taining a patio and barbecue. One 
wing containing the two bedrooms 
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has direct access to a private gar 
den. 

Redwood battan, flagstone, and 
sliding Thermopane glass walls 
are used for the home’s informal 
exterior. With emphasis through- 
out on ahemeenilene living, the 
exterior surface is sometimes con 
tinued on the inside of the home 
to accent the interrelation of the 
two areas. 

All outdoor living areas are il 
luminated and radiant heated to 
make them adaptable to year 
round use. Windows are side-slid- 
ing steel sash and all rooms except 
the kitchen open directly to the 
outside. The central patio’s bar 
becue-kitchen is equipped with a 
built-in Western Holly automatic 
gas cooking top, built-in Servel gas 
refrigerator, a double-sink built 
into the flagstone counter, and an 
outdoor fireplace. 

Both incandescent and fluroes- 
cent lighting are used in the 
Touch-Plate low-voltage lighting 
system. A Chrysler Airtemp heat- 
ing and ventilating system, with 
Minneapolis-Honeywell controls, 
has been installed and the home 
has a “precipitron,” which filters 
the air and banishes dust, and a 
complete inter-communication sys- 
tem. 

The kitchen is planned around a 
central island containing a sink 
and a dishwasher. The counter top 
is made of Formica and is used 
both as a working surface and 
breakfast bar. Built into one wall 
is a Western Holly gas range with 
an oven and broiler built into cabi- 
nets at one end of the kitchen 
counter. 
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U-shaped in design, the two wings of the “Home of Tomorrow” 
flank a landscaped central patio containing gardens and a barbe 
cue. “All rooms except kitchen have access to the court-patio 


Entrance from the outside to the 
living-dining area is through a 
small entry hall whose walls are 
made of open, vertical dividers of 
brass wire. The living room has a 
stone fireplace and an entire wall 
of glass on the patio side. Flanking 
the fireplace is built-in radio, 
phonograph, and television equip 
ment. Concealed behind paneling 
on one wall is a 30-inch direct 
view television screen. 

Bathroom plans were drawn by 
Designer Henry Dreyfuss of New 
York, and bathroom equipment 
and fixtures were manufactured 
by the Crane Company. Counter 
top lavatories, recessed tubs and 
showers, built-in shelving, clothes 
hampers, and individual wall ra 
dios are included in the two baths. 

Designed by Welton Becket and 
Associates of Los Angeles, the 
Home of Tomorrow is serving the 
dual purpose of a display home 
to raise money for two California 
charities and to exhibit the latest 
ideas in California home living. 
Four hundred civic, religious, so 
cial, business, and film industry 
leaders took part in the formal op 
ening of the demonstration home. 

Included in the kitchen are a 
walk-in pantry and corner cup 
boards with built-in “lazy susans.” 
Part of the kitchen work area is a 
complete home laundry equipped 
with a Bendix automatic washer, 
gas clothes dryer, and automatic 
rotary iron. 

Just off the kitchen and separat 
ed from the patio by a wall of 
glass is a 15-square foot all-pur- 
pose “family room.” This is used 
for recreation, informal dining 





Nationwide 


survey indicates... 


Characteristics of Today’s 
Built-for-Sale Houses 


HAT architectural changes are builders making 

in their built-for-sale homes? What features or 
materials and equipment are home buyers demand- 
ing more today? What new construction tech 
niques are being used? What is the average size for 
kitchens and bathrooms and what equipment and 
appliances are builders including? What is the pre- 
ferred type of heating system? Type of fuel? Is radi- 
ant or panel heating gaining in popularity? What is 
the demand for some kind of air conditioning system 
in today’s new homes? 

Answers to these and other important construction 
questions were obtained by JourNaL editors in a 
comprehensive nationwide survey, made recently 
among 2,000 builder-readers. In a previous install- 
ment, it was pointed out that the sales prices of 
houses under discussion varies from an average low 
of $11,285 to an average high of $20,555; the most 
saleable architectural style is modernized traditional; 
an average of 6.1 basic plans are being used; the most 
popular home has 5.34 rooms, 2.66 bedrooms. 


Architectural changes, new construction tech- 
niques, and types of materials and equipment 
being used in today’s built-for-sale homes are 
discussed in this second installment of a nation- 


wide survey conducted among Journal readers 
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The architectural changes mentioned are in line 
with what would be expected in the design trend to 
modernized traditional and in some areas to a swing 
in favor of strictly modern. 

Specific mentions by builder-readers include de 
crease in roof pitch, beamed ceilings, increased length 
of roof overhangs, more open planning, breezeways, 
patios, fenced-in areas, attached garages. 

House designs show an increased trend toward 
placing the living area to the rear of the home and 
more use of glass partitions both in bathrooms and 
as room dividers in other parts of the house. Sliding 
and folding doors and partitions are gaining favor 
due both to preference and because of the cost 
saving factor. 

The most frequent answers to the question “What 
features or materials and equipment do you feel 
home buyers are demanding more today?” were more 
appliances (garbage disposal units and automatic 
dishwashers in addition to the commonly requested 
refrigerators and ranges), complete kitchen cabinets. 
vanity baths and colored plumbing fixtures, large 
window areas, more closet and storage space, first 
floor utility room. 

Notable in the survey were repeated mentions by 
builders that they find buyers are more and more 
desiring complete thermostatic controlled heating and 
that they want combination storm and screen win 
dows. 

As last month’s installment indicated, many real 


Nationa Rear Estate anv Burtpinc JouRNAL 





estate builders are altering their sales programs in 
view of today’s “off-again, on-again” governmental 
financing restrictions and downpayment require 
ments for new homes. (The percentage of builders 
selling from one pilot model or from plans alone has 
increased over the past two years. ) 

The biggest obstacle to overcome in making sales 
is. of course, the high required downpayment on new 
homes. The most recent ruling from Washington 
eases this in new homes selling for $12,000 or less 

the market for the most new homes) and will help 
give a spurt to new home building. One remark made 
frequently by builders in discussing obstacles in sell 
ing was that buyers will not adjust their price think 
ing to today’s conditions they want a $15,000 
home for $10,000 or they balk at buying because 

“prices will be coming down. soon. 

Construction techniques have not altered much in 
the past year or so. Wider use of pre-cut materials is 
apparent from the survey because of cost savings 
Builder-respondents also indicated that buyers are 
more and more impressed with homes using two or 
more variations of exterior facings. 

According to JourNAL surveys, the most popular 
sized kitchen hasn’t changed greatly over the past 
four years. Preferred dimensions in 1947 were 9.8x 
12.2 feet; in 1949, 10.4x13.5 feet; this year’s survey 
shows 9.6x12.8 feet. 

A noticeable change is shown in the choice for 
type of kitchen cabinets installed. Four years ago 
68%, of the builders responding to a survey were us 
ing wood cabinets and 32% using metal. Two years 
ago, wood was the choice of 63.6% of the builders 
and metal 36.4%. This year, however, approximately 
50% of the builder-respondents are buying manu 
factured kitchen cabinets with a large majority spe 
cifying metal as their choice. 


Of materials used to cover kitchen countertops, 


linoleum is high with 59.2% but a material called 
“Formica” (a brand of laminated plastic) won a 
much larger vote, 26.4%, than in previous years. 
Other coverings such as wood, tile, and glass polled 
a total vote of 28.3% 

As to the type of floor covering preferred, builders 
checked “linoleum” in 85.3% of the cases, tile in 
25.4%, and wood in 2.2%. Comparing results of 
three JouRNAL surveys it appears that builders be 
lieve less and less that kitchen walls should have a 
special finish. In 1947, 77.4% said such a finish was 
necessary, in 1949, 73.6%, said yes; 1951’s survey 
shows only 61.6% favoring special finishes. 

An increased use of the packaged mortgage is re 
flected in results of three JourNaL surveys and the 
type of appliances included has varied noticeably. 
The number of builders equipping their homes with 
ranges and refrigerators has steadily increased in 
the past four or five years. 

The number of builders installing refrigerators 
jumped from 16% in 1947 to more than 20% this 
year. Percentage-wise, ranges have increased from 
19% in 1947 to more than 42% this year. (This 
latter figure includes both gas and electric ranges). 

A noteworthy fact brought out by this year’s sur 
vey is that 45.7% of the builders are installing dish 
washers and 47.9% are installing garbage disposal 
units. Few of the builders questioned in either 1947 

1949 said they were installing dishwashers. Also 
in those two years, the number of builders installing 
garbage disposal units was considerably less than 
10%. 
Realizing the importance of stressing nationally 
NATIONAL REAL 


Estate AND BurLptnGc JouRNAL 


On tober, 


advertised brands and quality equipment in their 
selling programs, builders listed the most important 
considerations in selecting equipment in the eo 
ing order: Durability 50.6%, brand name 41.5%, 
price 32.4%, availability 6.4%. Most builders check 
ed more than one item but the top two items show 
the significance of using the best and most popular 
appliances. 

The average size bathroom has decreased over the 
past four years. according to survey results. In 1947, 
builders said the most desirable dimensions were 
6.6x8.8 feet; in 1949, 6.6x8.4 feet; this year, 4.6x8.2 
feet. In replying to a question of how many bath 
rooms their best-selling houses have, 66.5% of the 
builders said one, 24.1% checked one and one-half, 
14.3% noted two, 4.5% install two and one-half, and 
2.9%, replied three. 

Colored plumbing fixtures have jumped substan 
tially in popularity over previous years with 44.79 
of the builders questioned using this sale-pulling 
item today. Choices for type of plumbing fixtures 
show cast iron high with 66%, china next with 
39.3%, and steel next with 29.7% 

In order of preference the types of bathroom wall 
finishes are: paint 55.8%, ceramic tile 47%. com 
position tile 23.3%, metal tile 11.6%, wallpaper 
9.3%, structural glass 6.3%. 

Linoleum and tile are still the favorites for bath 
room floors. Linoleum was specified in 56.4% of the 
cases, tile in 57%, wood in 5% 

Following their usual procedure in selecting all 
materials and equipment for their built-for-sale 
homes, builders rated the considerations in selecting 
plumbing fixtures in the following order: durability 
52.6%, quality 42.1%, brand 39%, price 23.3% 

When asked to list any special features installed 
in bathrooms, builders listed vanities, chrome and 
recessed accessories, glass partitions, electric heaters, 
and medicine cabinets as the most important items. 

In a question about laundries, 93.1% of the build 
ers said they provide a laundry area with an average 
size of 7.4x10.8 feet. Of these 48.8% are located in 
the basement, 42.8% on the first floor, and 13.4% 
in the garage. 

(Please turn to page 41) 





SURVEY HIGHLIGHTS 


Today’s built-for-sale houses have smaller degree of roof 
pitch and longer roof overhangs, more beamed ceilings, 
open planning, breezeways, patios, attached garages, 
glass and folding partitions. 


Builders are including more kitchen appliances and metal 
cabinets in homes. In addition to ranges and refrigerators, 
automatic dishwashers and garbage disposal units are 
high on buyers’ list of most desired appliances and 
equipment. 


Forced air heating system is top preference of builders 
with gas the favorite fuel. Buyer demand for home air 
conditioning and complete thermostatic-controlled heating 
is increasing 


Colored plumbing fixtures for bathrooms are more in 
demand than ever. There's a definite trend among build 
ers to install more than one bathroom. Other bathroom 
extras offered buyers include vanities, glass partitions, 
chrome and recessed accessor les, room heaters 


Durability, quality, brand name are top considerations 
with builders in selecting materials and equipment for 
their new houses 
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Avoiding Legal Problems in Title Closings 


Real estate title closings can and should be cordial. Buyers, sellers, 
and brokers should all be satisfied with every phase of the transac- 


By FRANK K. SAUER* 
Elizabeth, New Jersey 


tion. Deadlocks in negotiations sometimes result, however, because 


of inadequate preparation of legal papers or ambiguous contract 
clauses. Our author gives a sound analysis of problems causing title 
closing difficulties and explains how to avoid these legal ‘‘snares”’ 


AY OST legal problems arising at real estate title 
LY. closings can be anticipated and avoided if more 
thought and study is given to a transaction at the 
time of listing, during follow-up negotiations, and in 
preparing the offer to purchase or the contract. 

When a study is made of the many types of offers 
to purchase and printed forms of contracts, it will 
readily be seen that there is no real uniformity 
among them. Many are unduly harsh to the buyer 
and some do not equitably limit the liability of the 
seller. 

Here. for instance, is typical wording found in con- 
tracts. “The contract is made or the sale is made, and 
the conveyance will be made, subject to restrictions. 
if any, and subject to such facts as an accurate sur- 
vey will disclose.” 

After analyzing these statements, is it any wonder 
that many people would absolutely refuse to sign 
such documents? Some questions that would natur 
ally be asked are: What are the restrictions? Do they 
or don’t they affect this property? Do they affect the 
plans which are being considered for future use of 
the building? Do they, if the property is vacant land, 
limit the use to which construction is to be made? If 
there are restrictions on record, have they been 
violated? 

The same problems arise with surveys. If an in 
spection of the survey was made, a buyer may imme 
diately come to the conclusion that he wouldn't take 
that property with those physical conditions, under 
any circumstances 

Clauses such as these are used at considerable 
length in both offers to purchase and contracts and 
they are unfair to the buyer. Some of the clauses can 
be deleted or can be tempered. I have seen offers to 
purchase where, referring to the restrictions, a clause 
is added that the seller, however, covenants that none 
of these restrictions have been violated or that none 
of the buildings on the premises do violate the exist 
ing restrictions or any restrictions of record. 

For the most part difficulties regarding survey con- 
ditions can be avoided by having a survey made 
after obtaining a listing, making an analysis and 
physical inspection of the property, and a thorough 
check of the title. 


*Frank K. Sauer has been an attorney for 37 years and counsel 
for New Jersey’s Eastern Union County Board of Realtors for 
25 years. His article on legal problems was first presented at a 
sales clinic sponsored by the New Jersey Association of Real 
Estate Boards. 


There are instances on record where deeds have 
been made to a grantee involving property and a 
buyer will bring the deed to an attorney or realtor 
and believe he can now rely on the metes and bounds 
description and therefore have nothing to worry 
about. In many cases, however, it will be found that 
the seller has already sold off a portion of the prop- 
erty. This is an important item to check at the time 
of listing. 

Another situation that causes much trouble is the 
failure on the part of the person drafting the legal 
paper to ccdatille and specifically state the tenancies 
and O.H.E. registrations. I have seen instances at title 
closings where a buyer would say to a realtor, “Why 
didn’t you tell me that this property was not decon- 
trolled?” or “Why didn’t you tell me that the O.H.E. 
regulation or registration was so and so?” 

Often, too, calculations of the aggregate rentals do 
not conform with the aggregate total of the O.H.E. 
registrations. Sometimes this is caused by just a slight 
mathematical miscalculation. Nevertheless it can 
cause a great deal of trouble and many times both 
buyer and seller are inclined to be most unreasonable. 

Clauses relating to tenement house conditions 
should be watched very carefully. The average tene- 
ment house clause in the long form contract is very 
unfair to the seller. The clause stipulates that if there 
are any tenement house violations the seller will, at 
his own expense and prior to the closing of title, re- 
move these violations. Any realtor who has had ex- 
perience with the Tenement House Commission 
knows the difficulties of trying to remove some of 
these violations and that under present day costs it 
can be very burdensome. 

What is sometimes recommended here is that if 
there are violations the seller will remove them pro 
vided the costs do not exceed “x” dollars (often set 
at $100). If the cost exceeds that amount, the buyer 
has the option to take the property subject to the vio- 
lations, remove them at his own expense after being 
credited $100 abatement on the price, or he may re 
fuse to go ahead with the deal. 

With the mortgage market as it is today, the pre- 
payment penalty clause in contracts can be another 
trouble maker. Actually this clause is a misnomer 
as it is not a penalty but a privilege. If a mortgage 
runs for 10, 15, or 20 years the owner, if there were- 
n't such a clause in the contract, could be compelled 


(Please turn to page 40) 
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By BERT V. TORNBORGH, CPA 


YALIFORNIA TAXPAYER 

AHELD UNIMPROV.-ED 
LAND, offering it for sale to the 
public and eventually sold some 
of it. The treasury department 
said ordinary income resulted, 
while the taxpayer contended for 
capital gains. The taxpayer lost. 

The Treasury's position was that 
the taxpayer was in the real estate 
business, whereas the taxpayer 
said property was held as invest 
ment. In deciding the case, the tax 
court recognized the following in 
stances of real estate activity, 
among others, on the part of the 
taxpayer: 1) Part of land was 
regularly leased out for farming 
2) Part was leased out for rock 
quarrying and mining diatomace- 
ous earth (rich in water algae re 
mains) on royalty basis. care be 
ing taken not to interfere with 
prospects for later subdividing. 
3) Part was subdivided and offer 
ed as home-sites, part was sold as 
residential acreage. 4) Annual re 
ports from management to stock 
holders strongly advocated active 
land sales. as farming was unprof 
itable. 5) Promotional leaflets and 
brochures describing subdivision, 
were distributed to public. 6) At 
one time 10,000 postcards were 
mailed offering land at $185 per 
acre. 7) Plats were made and area 
offered for park purposes to state 
and federal governments 

With these facts in the record, 
the taxpayer could not successfully 
contend that holdings were mere 
ly “investments.” 


CONSTRUCTION FIRM held a 
prime contract, used subcontractor 
who got financially entangled and 
did not pay his withholding taxes 
to the government, The treasury 
went after prime contractor, who 
had advanced money to sub for 
payroll purposes but the tax court 
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said “no,” advancing payroll funds 
did not necessarily make you an 
employer and only actual employ 
er is required by law to withhold 
and remit. Subcontractor 
prime contractor did not 


ALLOWABLE CONTRIBU 
TIONS BY CORPORATIONS, 
even smaller ones, are not proper 
ly and fully taken advantage of 
believes one advocate of pay-as 
you-go tax withholding. The tax 
law allows up to five per cent of 
corporate net income to be given 
away annually for religious, wel 
fare, scientific, and educational 
purposes, and if this were done on 
what is estimated to be 1951 cor 
porate earnings the total donations 
would come to 2.2 billions 

More specifically there is an op 
portunity to channel the giving so 
that public good-will will reflect 
on the giver, thus making the out 
lay one with some business bene 
fit. 

Examples include the 
Roebuck plan which annually fi 
nances about 100 undergraduate 
college scholarships for students of 
farming because the rural popula 
tion is “the consumer group 
through whose patronage the com 
pany originally grew prosperous 
and on whose continued support 
and good-will its future very large 
ly depends.” Clearly, the plan is in 
the realm of excellent public rela 
tions 

The Ford Company has a simi 
lar plan of financing full four-year 
college courses for children of com 
pany employees and Bulova Watch 
Company, Macy’s and many other 
companies have similar set-ups 
But the great majority of compan 
ies have done nothing in the way 
of setting up a useful plan and 
many are perhaps missing a good 
bet. 


owed, 


Sears 
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RENTS WERE PAID by manu 
lacturer taxpayer, on premises 
owned by his wife, at rate of $200 
per month. After some years he 
drew up a written agreement that 
provided for paying over, as rent. 
15%, of the net profits and on this 
basis the rents shot up range from 
$2,000 to $6,000 per month. The 
tax court found this not to be an 
arm’s length transaction, the pay 
ments had no semblance to real 
rental values and were not shown 
to be reasonable and the Treasury 
was upheld in putting deductible 
rentals back at $200 per month 


SON OF TEXAS RANCHER 
started “his own” cattle business 
with cow and calf given to him 
With parental guidance, the herd 
and bank account of the 14-year 
old cow puncher grew consider 
ably, and he filed federal income 
tax returns for a couple of years 
The Treasury would not accept 
them, saying income was taxable 
to parents, and the tax court 
agreed. Later the appellate court 
said “no,” the parents did not con 
trol the son’s income, merely ex 
ercised manager ial control over his 
property, hence income was not 
taxable to them but to the son 


THE USE OF RATIOS can help 
operating management in any and 
every business to work purpose 
fully toward greater profits. Ra 
tios express the numerical relation 
ship between numbers, and in com 


parisons of ratios you compare pro 
portions rather than mere dollar 
figures. An illustration 

A and B are operative builders 
of about the same size. in the same 
community. They compare operat 


A’s cost of finished 
construction was $360,000. B's 
$380,000. So what? So nothing. 
These figures are meaningless. But 
A’s ratio of cost to sales was 78% 
whereas B’s was only 66%, and 
there we have something useful to 
work with. What made 
ing good, and A’s comparatively 
bad? An analysis of the facts and 
figures will tell the story, for fu 
ture guidance 

Operating ratios are usually ex 
pressed as percentages of net sales, 
which figure is stated as 100%, 
thusly 
Net Sales 
Cost of Sales 
Profit 
Selling Expense 
General Expense 


ing statements 


3's show 


$100,000 100° 

75.000 ( 
Gross 25,000 
6.000 
8.000 

14,000 i4 

$ 11.000 11° 


Total |} xpense 


Net 


The usual statement will be 
much more detailed than that 


before taxes 





Homes Our Readers 
Are Building 


e@ IN TEXAS 


Tape-recorded interviews held at home building sites add appeal to home builder’s radio show 


APE-RECORDED radio broadcasts, demonstration homes, and 

classified newspaper advertising are key merchandising plans 
of Builder G. S. McCreless in his suburban San Antonio subdivi 
sion. The radio broadcasts are 15-minute interviews previously 
conducted at a home building site with prospective buyers and key 
construction superintendents. 


7 7 Built on 60x130-square foot lots, the McCreless ranch style 


homes have 6-inch monolithic floating slab foundations, — ceil- 


ings with 2x8-foot rafters serving as ceiling joists, Fiberglas rock- 
| ao RSP wool insulation, and sell from $10,500 to $10,850. 


mf 

-— 

The illustrated two-bedroom home has a combination attached 

carport and screened-in concrete slab front porch. Access to the 

‘ 19x8-foot carport area is provided from the kitchen, living room. 
and front porch. 

Combination storm- and screen- all-weather window units have 
been installed and extended use of roof overhangs provides shade 
for the front porch area and two front bedrooms. 

The kitchen has asphalt tile flooring and is equipped with a 
Waste King disposal unit. Plumbing fixtures in the bathroom are 
manufactured by Briggs Manufacturing Company. 


2 


a 
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@ IN CALIFORNIA 


West Coast builder finds increasing buyer interest in Santa Ana area for three-bedroom homes 


A SURVEY among prospective home buyers in the Santa 
£\ Ana area pointed out to Builders DeVore, Fox, & 
DeVore that not enough three-bedroom homes were being 
built to satisfy the demand. Proof of this was shown when 
the first of the builder’s two proposed three-bedroom home 
projects was sold out before construction was completed. 

Using six basic floor plans and 11 different exteriors, 40 
$9,500 to $11,250 homes on 60x13414-foot lots were built 
on a site that was originally a citrus grove. Many of the 
trees were preserved in the development and each property 
now has at least two orange trees in either the front or 
back yard. 

The pictured $9,500 stucco-constructed home has in 
terior U. S. Gypsum plaster walls. aluminum casement 
windows, a brick fireplace. E. L. Bruce Company hard 
wood floors, Celotex roofing, and American-Standard 
plumbing fixtures. 

The rear of the home has two exits to the landscaped 
back yard, one from the master bedroom and the other 
from the kitchen. The concrete slab front porch and ad- 
joining sectional picture window are protected by an ex- 
ceasdiedl vedi overhang. 
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@ IN FLORIDA 


Project of 20 $11,500 to $13,500 homes stresses “extra” storage facilities, step-saving room layouts 


N a project of 20 one-story, two- and three-bedroom homes, A. & P. Builders, Inc., of 

Daytona Beach, made special effort to meet the demands of today’s home buyer for 
large convenient closet space and step-saving room layout. 

Each bedroom in the $11,500 to $13,500 Daytona Beach homes has a 30-inch by eight 
foot closet and each home has two linen closets, one in the bathroom and one in the cen 
tral hall. 

All houses are built with 4x8x16-inch cement blocks which serve as the exterior finish. 
For variety in the subdivision, a wide range of pastel-colored paint, fieldstone trim, and 
vertical scalloped wood siding has been used for exteriors. 

Interior furred walls are covered with rock lath and colored plaster and can be fin 
ished according to the purchaser’s choice if the house is bought before the plastering is 
completed. 

All homes have tile roofs and window seals and a living room picture window with a 
section of rough-textured brick framing the ends. Bathrooms are tiled and equipped with 
Crane plumbing fixtures. A 30-gallon hot water heater is included in each home 


yut com 
plete home heating equipment must be provided by the purchaser. 


e IN WASHINGTON, D.C. 


Selling homes on an “‘option-to-buy” basis is proving successful for Washington, D.C., Realtors 


ELLING homes on a seven-day “trial” basis is a pro 

motional plan making sales for the Home Realty Com 
pany of Washington, D. C. During this option period pros 
pects make a $200 deposit and then are permitted to bring 
in carpenters, plumbers, and others to inspect the home’s 
construction and to consider the house and location in 
terms of their own special problems. 

Being sold in this manner are 100 “Cape Cod” homes, 
on 60x100-foot lots, built by the N. Nathan Shapiro Com 
yany in suburban Washington’s Forest Glen area. The 
tric < and redwood constructed two- to four-bedroom homes 
sell from $16,000 to $20,500. 

The pictured two-bedroom home with expandable attic 
has a 12x23-foot living room with a wood-burning, free 
standing brick fireplace which separates this area from the 
dining room. Large awning-type windows permit a maxi 
mum of light and air to enter the house. 

The kitchen is equipped with a General Electric range, 
8-foot ehinnten, teneesl unit, and automatic dishwasher 
that slides under the sink when not in use. The home is 
heated with a gas-fired perimeter warm air system. 





Accounting for Real Estate Builders 


By BERT V. TORNBORGH, CPA 


UILDERS’ COSTS can best be 

J kept track of if each project 
underway, each house, is clearly 
designated by other 
identification. This rule seems ob 
vious, but it is frequently sinned 
against. Time sheets will come in 
to the office without showing the 
location at which the men worked, 
and material bills or requisitions 
will omit the same essential fact. 
Some questioning. telephoning, or 
memo-writing will eventually get 
it straightened out, but time is 
wasted 

It is here that we have the book 
keeping bottle-neck for builders 
in the field, where the first source 
entries are made, on time sheets, 
on material slips and so forth. This 
is so because the men in the field 
are engineers, builders, craftsmen 

but not bookkeepers. To them. 
to get on with the physical con 
struction is all-important, the book 
keeping details a headache. Be 
sides, they Anow what men work 
on which job, they Anow what ma 
terials are used where. There is 
therefore a tendency to assume 
that everyone else knows. too, in 
cluding the bookkeepers back in 
the office, and if they don’t get all 
the data they should get well it 
is only bookkeeping, not very im 
portant. 

This is all wrong, of course, but 
nevertheless a practical situation 
for the builder to contend with. 
The answer is not to fire bookkeep 
ers every so often, or to read the 
riot act to the men on the job. The 
answer is to do everything possible 
to make it easy for the men on the 
job to record the basic facts as to 
man-hours and materials used. A 
timekeeper or other clerk at the 
field office usually takes care of 
that situation, but if the project is 
not big enough to warrant that ex 
pense the foreman gets the chore 
It is a basic rule, then, that if you 
want your cost statements correct 
you must make it easy and simple 


number or 


An essential factor in increasing the accuracy and cutting the cost of 


your accounting system is to keep an accurate record of labor and 


material per house. The answer is to make it easy for men on the 


site to record such facts. Here is a formula for computing such costs 


to arrive at an accumulative total to help set a fair selling price 


for the foreman to record the day 
to-day facts 

The preceding installment de 
scribed the columnar disbursement 
record which would record costs 
by items such as they were listed 
on form shown in Figure 1. Most 
of those items are self explanatory 
cost items. As to Supervision and 
Timekeeper, however, we have a 
cost element that is not always so 
specific, by houses. 

Supervision would mean gen 
eral superintendence by the build 
er himself or his engineer in 
charge, or a project manager on 
larger projects. And the timekeep 
er would almost always be spend 
ing his time on a number of houses 
underway rather than on only one 
We come to a problem of appor 
tionment, therefore, of the total 
cost of supervision and timekeep 
ing, so that each house will be 
charged with its proper share. 

As neither project manager nor 
timekeeper can very well keep 
track of exact time devoted to each 
house, the allocation is done on a 
formula basis. Let’s say that 10 
houses were put up as Project C, 
and took five months to complete 
Total cost of superintendence and 
timekeeping, for that period, 
would be $6.000. If the houses 
were all similar, with similar cost, 
1/10, or $600, might be allocated 
to each. If houses were dissimilar 
it would be reasonable to apportion 
the $6.000 in the ratio of cost for 
each house to total cost for the en 
tire project; instead of a flat 10% 
for each house. some houses would 
be charged 12.5%, some 8%, and 
so forth. 

Architect and plans, when paid 
for by the builder, are usually a 
specific per house. But a 
group of plans might also have 
been drawn up for a fixed fee for 
the entire project. Apportionment 
can then be made in hike manner. 

Taxes and water at first seem 
to be a specific item per house, but 


cost 
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it is a practical fact that houses 
are usually not separately assessed 
and taxed) until the year after 
they are finished. In the year of 
construction there is. therefore, a 
land tax for the overall site to be 
apportioned, so much to each 
house. Water is usually a relative 
ly minor matter and taken from 
one tap until most of the construc 

tion is finished and utilities hooked 
into the individual houses. At that 
point practically none is used until 
the house is occ upied 

With these specific costs and ap 
portionable costs we should now 
have a sound basis for accumulat 
ing total, detailed costs per house 
and can set a selling price that will 
bring in a proper return. 

Accounting for Sales. When the 
builder is erecting a house to order, 
for a customer, he will have a sign 
ed contract with him and will open 
a ledger sheet for that particular 
house, on which all the costs will 
gradually be accumulated, as out 
lined in the foregoing. On that 
sheet he will assign space for nota 
tions as to dates and amounts of 
downpayments and subsequent 
progress payments. On completion, 
when the house is turned over for 
occupancy, there is a “closing” at 
which formal title is conveyed and 
customer pays up the balance, 
either from his own funds or 
through mortgage he has arranged 
for. In either event the builder is 
then finished and can figure his 
profit or loss on that particular 
deal. 

When building on speculation, 
putting up the house first and hop 
ing to find a customer later, the 
same basic facts pertain except 
that the customer part is deferred 
until a later date and the builder 
meanwhile finances the project out 
of his own or borrowed funds. At 
time of sale he matches selling 
price against cost and has his profit 


(Please turn to page 38) 
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Walls and roof of this one-story 


3.276-square foot “plastic house” are single-thickness asbestos fiber board applied to wood fram 


ing. Clerestory windows and skylights direct sunlight into center of house 


Builders looking for short cuts to lower home building costs that don’t sacrifice quality may find helpful 


suggestions for construction problems in this detailed analysis of a West Coast “‘plastic-built’’ house 


By R. TEISER and C. HARROUN 


NEW approach to cutting building costs through 
“\ the use of plastics has been drawing crowds of 
interested builders and prospective buyers to an 11 
room, 3.276 square foot home in Danville, California. 
built at a cost of $5.02 per square foot 

Primarily adaptable to a warm weather climate, 
the $16,445 FHA-approved model home was built 
for the Consolidated Plastics Company of Danville. 
California, to demonstrate ways to save costs in ma 
terials and labor. 

Walls and roof are single-thickness cement asbes 
tos fiber board applied to wood framing. This materi 
al comes in four-by-eight-foot panels and is 1-9/16 
inches thick. Its fiber insulating core of 11/3 inches 
is fungus-, termite- and rot-resistant and is surfaced 
with a waterproofing and bonding asphalt. It is sand 
wiched between two hard thin sheets of slightly tex 
tured gray asbestos-cement. The surface is thus dur 
able, fireproof and washable. It can be painted or 
stained, wallpapered or panelled. 

Asbestos fiber board may be worked with ordinary 
carpenter tools, sawed, drilled, and, with care, nailed. 
Walls of the house are panels trimmed to 44-inch 
widths and stopped between posts set on a 48-inch 
center. For the roof, uncut panels are laid on top of 
the beams, with only perimeter support. They are 
fastened with aluminum screw nails and neoprene 
washers, then bonded together with a newly develop- 
ed plasticized cement which dries to a hard rubber 
consistency and gives a permanent waterproof seal. 

Light enters the center of the house through a row 
of skylights and clerestory windows of maize-colored 
corrugated Alsynite. a pliable translucent material 
that is lighter than aluminum and stronger than cor 
rugated iron, comes in a variety of colors 

The combined entry-hall and conservatory has an 


8x12-foot movable roof of rose-colored “Alsynite.” 
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In summer it can be raised several inches above the 
wall top. “apported by light metal brackets. The same 
material in “aquamarine” a sun shade 
overhanging the porch outside the living room’s glass 


is used for 


Please turn to 


page 41 


Combined front entrance hall and conservatory has rose colored 
plastic “Alsynite” roof. The 8x12-foot movable roof is hinged so 


it can be raised several inches above wall for added ventilation 
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Write the Way You 


Sometimes, being in a hurry and without realizing it, business 


executives brush off correspondence with a few stuffy, archaic 
phrases . . . phrases that went out with the derby hat and spats. 
When those letters are received, they're like a slap in the face. 


But every one can be a valuable sales and promotion tool... a 
handshake ... if they are sincere, friendly, natural, and easy to read 


GOOD letter has more selling power than most 
[\ people realize. It can create a mood, arouse in- 
terest, pave the way for further action on your part. 
It’s our observation that many real estate executives 
could make more effective use of letters than they do. 

Letters can profitably be used for the following 
selling activities: 1) Promotion — developing leads. 
2) Follow-up. 3) Good-will. 

A promotional letter can do yeoman work for you. 
It can go where you might not easily go; it can be 
read at leisure. It can stimulate desire by stressing 
salient features of what you have to sell. It can intro- 
duce you to many new prospects. 

The follow-up letter, so easily neglected by busy 
salesmen, can make the difference between a com- 
plete wash-out and a successful sale. 

For example, you spend an entire afternoon with 
Mr. Smith. You haul him from one place to another. 
You show him every house that you think might 
possibly interest him, but he doesn’t seem to be inter 
ested. He doesn’t seem to know what he wants, or 
even to want anything very badly. By the time you 
bid Mr. Smith good-bye you're a little fed up with 
him. But, considering the time you've spent. you feel 
that you have an investment in him. 

Write him a letter. Tell him you're sorry you 
couldn’t find the exact place he was looking for. 
Make it clear that you'll continue to work with him 
until you do find it. He'll appreciate your friendli- 
ness, and when he’s ready for action (perhaps as 
soon as he’s consulted his wife) you’re the man he’ll 
go to. j 

All letters, in a sense. are good-will letters. There’s 
always the chance to get in the friendly phrase. the 
offer of service, the touch that may result in a future 
sale. Good-will is tomorrow’s business resting on to- 
day’s preparation. Keep that in mind as you phrase 
even the most routine of business letters. But. of 
course, don’t neglect the special, out-and-out good- 
will letter either. 

For instance — the “thank you” letter. Those two 
words will make more friends for you than all the 
high-sounding phrases ever coined. “Thank you” 
letters may be brief, but they should be sincere and 
spontaneous. You might write: “Thank you for re 
ferring Elmer Lee to us for help in finding a home. 
We appreciate your remembering us.” Or, “I am sure 
that the house you bought was a wise choice on your 
part, one that you'll find suitable to your needs and a 
good investment as well. I enjoyed doing business 


with you and I hope you'll call on me at any time I 
might be of help.” 

It’s almost a truism to say that the essence of a suc- 
cessful sales personality is the knack of establishing 
customer relationships based on friendliness and sin 
cerity. But sometimes the glibbest. most genial of 
salesmen are likely to seem stiff and obscure when 
judged by their letters. 

You know what we mean. Every day you receive 
letters that read like something copied out of a 19th 
century textbook: “In reference to your communica 
tion of the 11th inst. we beg to advise that after giving 
consideration to the matter at hand it is our judg 
ment that — ” and so on. Twenty-odd words before 
the writer gets to the point. : 

Perhaps the above example is an exaggeration; 
perhaps there aren’t many letters written in so awk- 
ward a style nowadays. But many firms that are on 
their toes in other phases of their business turn out 
letters that are choked with stilted. archaic expres 
sions. 

Why say “enclosed herewith’? “Enclosed” is 
enough. Why not simply say “attached” instead of 
adding “hereto”? Avoid phrases like “it is our regret, 
“we wish to extend our gratitude,” and “beg to ad- 
vise.” You wouldn't talk like that. Why write that 
way? 

Here are some do’s and don'ts 

Do plunge right into the business at hand. It’s usu 
ally unnecessary to begin with “We received your 
letter, etc.” 

Don’t in being brief, be telegraphic. Don’t omit 
words like “I” and “you.” Try to make your sen- 
tences flow smoothly. 

Do be informal. The editorial writer may be doom 
ed to the use of “we” forever; but when a letter-writ 
er means “I” he should use it. 

Don’t, in an effort to be informal, go to the other 
extreme and be spritely. Slang should be used spar- 
ingly. Profanity Ses no place in a business letter. 
Humor should be mild and restrained. 

Do use contractions like “Tl,” “I’ve,” “haven't,” 
when you can do so naturally. Use exclamations oc- 
casionally, too — like “Fine!” or ‘““Nonsense!”’ 

Don’t use a long word where a short one will do. 
Say “tell” for “advise.” “buy” for “purchase,” 
“about” instead of “in reference to.” 

Do use the reader’s name occasionally in the body 
of the letter. Say “It has been a pleasure to do busi 
ness with you, Mr. Jones.” 
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By GEORGE F. ANDERSON 


F you have a deal that is to be 

escrowed be sure to provide in 
the contract for an escrow. If you 
don’t do so you cannot insist on an 
escrow, and you will not be per- 
mitted to show that it was “under- 
stood” or orally agreed that the 
deal was to be escrowed. 

If a buyer “mentions” escrow it 
is advisable to get it settled before 
the contract is signed up. Other- 
wise after the contract is signed 
the buyer may insist on an escrow, 
and the seller may refuse and the 
deal will hit the rocks. Maybe the 
seller may be happy for it because 
the deal was not so hot, and maybe 
the buyer won't care, but how 
about our poor little broker. He'll 
have a problem of commission on 
his tot But it’s an ill wind that 
blows no good. The broker will 
need a lawyer, the lawyer will 
earn a fee, he'll buy his wife a 
rhinestone ring for her birthday, 
and she will be happy. the jeweler 
will make a little money and he 
will be able to pay his clerk, and 
we can carry this all the way back 
to the miner who dug up the stone. 
Maybe it isn’t so bad after all. 


"N making out a deed or a lease 
or an agreement to be signed by 
you as agent for the party, never 
say “John Broker as agent for 
Anton Mefoofsky” or “Anton Me 
foofsky by John Broker his agent.” 
Draft the deed, lease or agree- 
ment as though it were to be 
signed by Anton Mefoofsky him- 
self. But then when it comes to 
signing, sign it 
Anton Mefoofsky (Seal 
by John Broker 
His Agent 
Agent and attorney in fact mean 
the same thing, but remember an 
acknowledgement by an agent re- 
quires a different form than the 
ordinary acknowledgement 


RATOVIL on Real Estate 

Law, Sec. 215, says: “The 
buyer has a lien on the land as 
security for repayment of pur 
chase money paid in, and may en 
force such lien if the seller is un- 
able or unwilling to convey good 
title.” 

I was not familiar with that 
principle of law until I read the 
above. It does not seem to be of 
much practical importance _be- 
cause it is more expedient for a 
buyer to bring an ordinary suit 
to get his money back than to 
bring an action to foreclosure his 
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Will an oral agreement to “escrow’’ a contract stand in court? 


What is the correct wording for an agent to use when acknowledg- 


ing a deed or lease? What are the dangers in using ‘Quit Claim 


Deeds?” Can property acquired in a foreclosure suit be sold as 


personal property? Here’s legal interpretation of these points 


lien. Of course, if the buyer feared 
that the seller would sell the prop 
erty, and “skiddoo” with the 
money, an action to foreclose 
would be the proper thing. This 
may help you out sometime. 


NY ordinary form of Real Es 

tate Sales Contract provides 
that the seller is to convey a “good” 
or a “merchantable” or a “market 
able” or a “fee simple” title, all of 
which mean about the same thing. 
It specifies any exception to such 
title. Then it provides that the title 
shall be conveyed by “..... 
deed.” If the words “Quit Claim” 
are filled in the seller must never 
theless convey a “good.” etc. title 
But some of the shorter form con 
tracts, especially the “Receipt for 
Earnest Money” type do not pro 
vide for a “good,” etc. title. If in 
such a form a Quit Claim Deed is 
called for, the seller is not obliged 
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to convey a “good” title. The buy 
er must take the title as it is, and 
this may be a serious thing. This 
is something you must be on the 
lookout for. Don’t say I didn’t 
warn you 


MAN died owning a building 
[XX What do you think his ad 
ministrator did? He sold the build 
ing without a petition to sell real 
estate to pay debts and further 
more there were no debts 
How could he do that? The de 
cedent had acquired the property 
in a foreclosure suit, and when 
property is acquired in a foreclo 
sure suit, it retains the character 
istic of personal property and 
therefore can be sold as personal 
property and personal property 
can be sold by an administrator 
even if it isn’t necessary to do so to 
pay debts. Lamotte vs. Steichling 
er 266 Ill. 600, 107 N.E. 850 





Accounting 


Continued from page 34 


He debits Cash with all 
payments received and credits the 
customer, after first having charg 
ed the customer with the total sales 
price and credited Sales. At times 
he might find it necessary to take 
back a second mortgage, if the cus 
tomer cannot swing the deal any 
other way, or perhaps a first mort 
gage. In such case a will debit 
Vortgage Receivable (instead of 
Cash)and will have to keep track 
of interest due him over the life 
of the mortgage. 

The general accounting facts as 
to sales are elementary. The sell 
ing price is so much, the cost so 
much, and the difference is either 
profit or loss. If profit, it is ordi 
nary income to a real estate build 
er. whereas it would be capital 
gain to an investor. There is no 
law against a builder also being 
an investor. of course. the same as 
a stoc k broker can hold sec urities 
for sale and for investment and 
have ordinary income on _ one. 
capital gains on the other. The 
builder’s investment would usual 
ly be land sites. He should careful 
ly let his books show a segregation 
between the two: land held for 
sale and land held for investment 

How ordinary 
counted for, 
fairly well. 


or loss. 


income is at 
all know 


installment 


taxwise, we 
but the 


method presents some less known 
tec hhnicalities. An installment sale 
of realty is one in which the pay 
ments in cash or property (but not 
notes or other evidences of debt) 
received in the year of sale do not 
exceed 30% of the selling price, 
and the seller elects to report on 
the installment basis. Payments in 
cash means cash, of course, and 
payments in property would be 
any property taken in payment, at 
its fair market value, but not the 
buyer’s note. The builder will 
know how much profit he has in 
the total sale, thus — 
Selling Price (Con-_ 

tract Price) 
Cost “20,000 
Gross Profit... .$ 5,000 (20% 

In each subsequent year he will 
now apply 20% to his collections 
under the installment contract. 
and that 20% should be reported 
as profit on installment sales 

If the buyer defaults he may 
have to the property 
he sold. and he may have a sepa 
rate gain or loss on the reposses 
sion. Assume that this happens 
when he has gotten back half of 
his cost via installment collections. 
so that the property him 
$10.000. He now compares that 
$10,000 unrecovered cost with the 
fair market value of the property 
at date of repossession. 


“repossess” 


costs 


If the property has declined 
very seriously in value, say down 
to $9,000. he has a $1,000 loss on 
the repossession. If it stands at any 
figure over $10,000, he will have 
a gain to the extent of the overage. 
and the repossessed property must 
be carried on his books at the fair 
market value, which will be the 
basis in case of later resale 


Home Design Contest 


N a competition set up to 

architects and home builders 
achieve better design and con 
struction, the Indianapolis Home 
Show, Inc., is sponsoring its annu 
al house design contest to find the 
best design embodying a maxi 
mum of modern efficient living 
conditions with an exterior of last 
ing style and beauty. 

Any architect. 
man, or student in a 
school of architecture may entet 
in competition. There are no geo 
graphical limits of eligibility and 
any competitor may submit more 
than one entry. Closing date of 
the competition is December 16. 

Further information and speci 
fications to be met in the house 
design may be obtained from Mi 
FE. D. Pierre. Architectural Ad 
visor, Indianapolis Home Show, 
Inc., 1456 N. Delaware Street, In 
dianapolis 2. Indiana 


help 


drafts 
recognized 


designer, 
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courses in Real Estate. Includes all phases 
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It's Easy to Subscribe! 


If you are reading someone else's copy of 
the Journal and 
of profitable to vou every 
month, fill out this coupon and send with 
vour remittance to: National Real Estate 
and Building Journal, Cedar Rapids, oa 1 
Cost of a two-vear subscription is only 


you want this parade 
ideas coming 
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Write for Paces 
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Commission 


(Continued from page 21) 


What of the buyer who secret- 
ly represents both the owner and 
the buyer in a transaction? It is a 
well-settled rule that the broker 
is not entitled to any commission, 
unless he has informed both par- 
ties that he is acting for each side. 
The fact that there is no actual 
fraud, nor that neither party is 
actually injured, does not prevent 
the operation of the rule which is 
based upon public policy. This 
does not mean, however, that a 
broker may not be employed as a 
mere middle-man, who is simply 
to bring the parties together and 
allow them to make their own bar- 
gain. In such a situation, the brok- 
er is entitled to compensation from 
each, regardless of the fact that 
neither party knows that the real- 
tor is being paid by the other. 

Generally, the broker cannot 
enforce the owner’s promise to 
ay commissions unless the broker 
en treated the owner with com- 
plete fairness. For example, a 
broker cannot recover commissions 
when he sells the property to his 
wife or other close associates whose 
pecuniary interests are related to 
those of the broker, without dis- 
closing these facts to the owner. 

In the cases where the broker 
has a net listing and his commis 
sion is the excess over a fixed price 
net to the owner, some courts have 
allowed the broker to recover his 


commission on a sale to himself or 
his associates, if there is a clear 
showing of no fraud. Even in this 
latter situation, such a sale is 
frowned upon, however, and many 
courts would uphold the owner 
and relieve him of any obligation 
to compensate the broker. 

In one case a broker had an op 
tion to purchase running concur 
rently with his agency to sell. The 
broker exercised the option with 
out informing the owner of an 
offer he had received which in- 
volved some financing. The brok- 
er, after purchasing the property, 
resold it to the person from whom 
he had received the offer. The 
owner promptly sued the broker 
for the profit the broker had made. 
The broker lost both the lawsuit 
and his license. 

The fact that the broker fails to 
tell the owner that he has located 
a potential purchaser, however. 
does not deprive him of his com 
missions when the owner later 
closes the deal with the purchaser, 
if the buyer comes to and deals 
with the owner after being first 
interested by the broker. Again, if 
the broker was substantially a pro 
curing cause of the sale, the owner 
must pay him his commission 
Where the broker fails to notify 
the owner of his prospect and the 
owner and the prospect later close 
the sale at a figure smaller than 
the listing price, the courts are di 
vided. 


How Much Does a Salesman Cost? 


NE of the problems troubling 

real estate executive’s in to- 
day’s fluctuating market is how to 
select, train, and retain the best 
possible salesmen. A few execu- 
tives hire on the basis of “the more 
the merrier.” Others keep their 
sales force down to a non-competi- 
tive minimum. 

A gauge by which to measure 
the worth of individual salesmen 
and judge the healthiest number to 
hire is to study the overhead costs 
per man. 

A Journat check of realtors in 
10 cities shows that the percentage 


of gross commissions and the al 
lotted costs per full time salesman 
for advertising, secretarial help. 
rent. and telephone, vary greatly. 

The average percentage of gross 
commissions for the above four 
office expenditures is 27.1%. rang 
ing from a low of 14.7% to a high 
of 37.5%. 

Average cost per full time sales 
man is $2.430.00 a year, from a 
low of $1.189.00 to a high of 
$3.666.00. 

The following table gives the 
over-all results of the JouRNAL sur 
vey by office expense 





| High Low 


Percentage of Gross Comm 


Average 


Cost per Full Time Salesman 


High Lou 


Average 





Advertising 16.4% 2.8% 
Secretary 


Rent 


° 
8.9%, 

0 
8.2% 


Phone 4.0% 


Cc 
3.1% 


$1,848.00 $245.00 $967.00 


873.00 450.00 660.00 


600.00 300.00 +41.00 


345.00 194.00 262.00 
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Build better 

Build sooner 

with 
PREFABRIGATION 


Profit with 


PREFABRICATION 


Construction of prefabricated 
homes continues to show increases 
in its rate of gain compared 
with total home building. The 
swing is unmistakable. Find 

out how builders, lenders and 
realtors everywhere are 
learning that Prefabrication 
answers man-power and 
material shortages and why it is 
the economical, quick, 
permanent and profitable way 
to meet America’s housing 
needs. For the complete story, 
write for FREE booklet, 
“Build better—build sooner” 


VY Start Sooner! 
V/ Complete Quicker! 
y Sell Faster! 


Profit with Prefabrication! 


PREFABRICATED 


Home Manufacturer's 


INSTITUTE 


Washington 6, D.C. 


39 





“Bomb Resistant” Window 

A special three-layer window laminated into a 
single unit is being manufactured by the Pittsburgh 
Plate Glass Company to help reduce the effects of 
explosive forces. The outer layer is a sheet of glass, 
the middle layer a partially segmented sheet of poly- 
vinyl butyral plastic, and the inner layer has four 
triangular-shaped pieces of glass. 

The plastic layer extends beyond the glass edges 
and is bolted to the window frame to serve as a hinge. 
It will stretch up to 400% of its unstressed length and 
return to within one-half of one per cent without 
rupture. 

Normal atmospheric pressures will not affect the 
‘Flexseal” bomb window but when an excessive pres- 
sure wave hits the window it opens automatically by 
folding about its edges. This action releases the pres 
sure, preventing the window frame from being blown 
in and greatly reducing the possibility of flying 
fragments. 


Circular Measuring Device 

A new aid for appraisers in general estimating. 
lease work, and land map checking is a rotary meas- 
uring instrument, two feet in circumference, that 
registers 100 feet per cycle. As the unit rolls over the 
surface to be measured. a built-in “totalizer” gives an 
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audible click every two feet and a loud bell tone indi 
cates 100-foot total. Measurements are indicated in 
both feet and inches. 

The “Rolatape” device has a 34-inch collapsible 
handle, folds to a 8x8x2-inch size for carrying and 
storage, has a reset indicator on handle, and total 
unit weighs two and three-fourths pounds. The in 
strument is manufactured by Rolatape, Inc., Santa 
Monica, California. 


Rubber Base Wall Coating 

Truscon Laboratories of Detroit, are marketing a 
rubber base, one coat interior wall and ceiling soft 
matte finish that shows no “dead spots” from the 
lime in plaster or because of variations in porosity of 
surfaces. The coating is resistant to alkali and re- 
quires no sealer. 

The product, called “Paratex” wall coating, can 
be applied with brush, roller, or spray, has no offen- 
sive odor, is available in a variety of colors, and is 
quick drying. 


Combination Storm-Screen Window 

Addition of a storm-screen combination to its line 
of pressure seal double-hung windows has been made 
by Andersen Corporation, Bayport, Minnesota. The 
unit features a full length eal screen reinforced by 
a narrow aluminum center bar. 

Two lightweight wood storm panels fit into the 
screen from the inside and are held in place by 
thumb-operated fasteners. The combination unit 
hangs from standard hardware and uses standard 
friction operators. 


Folding Stairway 

Remodeling plans for utilizing waste space in at 
tics and garages can be simplified by use of folding 
stairways that can be raised and stored in the over 
head space when not in use. 

EZ-Way Sales, Inc., St. Paul Park. Minnesota, 
manufacture a wooden sectional folding stairway 
equipped with a tempered spring-operating mechan 
ism and a self-locking device to insure rigidity when 
in use. When folded, a flush panel closes off the ceil 
ing opening. A dowel rod fitted with a hook is used 
to lower the unit. 


Legal Problems 
(Continued from page 30) 


after one or two years to pay interest for the full term 
and the mortgagee could demand it. 

This is the contract and a condition of the bond. 
The so-called prepayment penalty is a prepayment 
privilege of paying it off and at the same time paying 
a stipulated amount for such privilege, instead of pay 
ing interest for the unused life of the term of the bond 
and mortgage. 

In listing real estate it is well to consult the seller 
shortly after the listing to inquire what the encum 
brances are and also what the terms and conditions 
of the mortgage obligation are. If this is done, the 
seller will not receive the shock of his life at closing 
time when he finds that he is going to get consider 
ably less than he anticipated from the sale proceeds 
of his property. 

Another pitfall to watch for is contract clauses or 
in offers to purchase unfinished buildings or buildings 
in partial stages of construction. Sound practice indi 
cates that under those circumstances an escalator 
clause be included to protect the seller so if there are 
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any deviations in price of labor or materials the seller 
will have ample protection. 

Sometimes even that does not go far enough. Many 
contracts further provide . . . and should provide . . . 
for the privilege of substitution, particularly now 
when many materials are on the critical list. 

A fair and equitable clause inserted by many 
builders and developers in their contracts state that 
if there is any disagreement between seller and buyer 
at the time of closing regarding interpretation of spe 
cifications, the seller reserves the right to return the 
buyer’s deposit without cost to either party. 

This lies to avoid the risk of some supercilious 
buyer making calculations and measurements of a 
property and then accusing the builder of falling 
short in his specifications or of insisting that allow 
ance be made for any items not previously covered. 

The general practice of providing for warranty 
deeds is aeienlly losing ground. In New York, for 
example, the warranty deed is the rare exception to 
any p noe By After all. if a buyer makes a proper ex 
amination of his title, and both he and his counsel 
are satisfied with that title, there is no reason why the 
seller should burden himself, his family, heirs and 
assigns, and possibly his estate with a contingent lia 
bility for breach of warranty. 


Plastics 

(Continued from page 35) 
wall. This color filters out about 80% of the sun’s 
hot infra-red rays. 

Alsynite is also used as the upper half of the dou- 
ble garage door, letting light into the garage but keep 
ing the weight of the 20-foot door down to 160 
pounds. Further uses include shower doors (suspend- 
ed on trolleys), exterior awnings, and windows where 
light but no visibility is desired. 

For sink tops, counters, bathroom and shower walls, 
and bathroom and outdoor dining terrace floors, 
“Kolorbord” has been used. This product is made of 
crushed stone fused onto a vermiculite asbestos back, 
impervious to water, fire, rot, or rust. It can be sawed 
and drilled for screws. 

Plastic “Rezinplate” has been used for wall pan- 
els. It consists of a hard layer of clear rezin “od on- 
to a rezin pulp board back, with a layer of decorative 
paper between. In one instance birch bark was photo- 
graphed for the decorative design, in another monk’s 
cloth, in another bleached mahogany. Rezinplate 
comes in four-by-eight-foot panels, can be worked 
with ordinary tools, and is easily maintained. 

Wood surfaces, which include kitchen cabinets, 
U. S. Plywood “Plankweld” bedroom wall panel, and 
U. S. Plywood “Triated Weldtex” squares used for 
one living room wall, are finished with a coat of 


quick-drying clear plastic. One coat gives an invisi- | 
ble but protective finish; two coats give a varnish- | 


like gloss. 


A heating system based upon use of — pipe 


laid under the floor in the concrete foundation block 
was installed. It is a combination of radiant, warm 
air, and perimeter heating. The heating unit is a 


Janitrol space heater, which blows hot air into a tun- 


nel running along one perimeter of the house. From 
there the air flows through the plastic pipes laid at 
right angles to the tunnel. into a collector trench at 
the opposite perimeter, and out into the house through 
registers. One advantage of this system is the lack of 
time lag which characterizes standard radiant heat 
ing systems. 
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Survey 
/ (Continued from page 29) 

When asked what equipment is provided in laun 
dries, 26% of the builders said automatic washer, 
10.4% said automatic dryer, 72.9% noted laundry 
tubs, and 1.04% mentioned drying racks 

In order of preference, the types of heating systems 
used are: forced air, 68.2%; space, 22.3%; gravity, 
14.8%; hot water, 6.7%; central, 3.4%. 

In types of fuel used, gas led with 85.4% (this is a 
drop of 2% from that shown in a survey taken in 
1947 . . . with the gas restrictions now in force the 
use of this type fuel may well drop further) ; oil fol 
lowed with 38.7%; then electric 1.9%; coal (stoker) 
1.3%; coal (manual) .6%. 

Panel or radiant heating seems to gain and then 
lose favor when results of this year’s survey are com 
pared with those in 1947 and 1949. In 1947, 16% 
of the builders replying to the JourNav’s survey said 
they were using this type heating. In 1949, the per 
centage increased to 26.3% and this year’s results 
show 20.1% specify panel or radiant heating. 

One question in the survey asked builders to list 
in order of preference the features of their new homes 
that they stress most and that have the most appeal 
to prospects. As would be expected, location, design, 
and construction were the three top favorites but 
number six in the list was “air conditioning.” 

This ranking in a list that included 15 other items 
is significant. In 1947 a similar survey showed air 
conditioning rated the 15th spot, out of a possible 
16. Two years later, builders surveyed gave air con 
ditioning 14th place. 
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BETTER CONCRETE 
SLABS COST LESS 


with SISALKRAFT 


LAID OVER SUBFILL 











Realtors from all corners of the U. S. will converge on Cincinnati, 
sometimes called the “Paris of America,” November 11-16 for 
NAREB’s 1951 convention. Convention planners promise that hard 
and fast answers will be given to such pressing problems as the 
war's effect on real estate, Regulation X, new credit regulations, 
farm real estate, mortgage money market. Speakers scheduled for 
the 44th annual convention include author Louis Bromfield, eco 
nomist Arthur F. Weimer, —— Herman B. Walther, Dr. 
Norman Vinent Peale, and the JourNat’s legal editor, George 
F. Anderson. 
Big building. a mall bom t . - P - 
SISALKRAFT The President stirred up a hot bed with his recent statement that 
industries meeting dispersal standards would get preferred treat- 
FOR BUILDINGS OF ALL SIZES ment from government allocating agencies. Neither the House nor 
the Senate went along with this blooper. In fact, they’re setting 
Whatever the job . . . from hum- machinery in operation to bar Administration hold in this respect. 
blest homes to the biggest ee It points up, however, that it’s a good idea to keep what the govern- 
. SISALKRAFT helps you builc ment calls “dispersal” policies in mind when drawing plans for 
better for less. For instance, by lay- ndhistrial aleet beatae 
ing SISALKRAFT over subfill before parse 8 
you pour any concrete slabs (at Winners were recently announced in an annual home building con- 
ground level or in excavations), test sponsored by Parents’ Magazine. Awards were made on a 
you'll get denser, harder, drier floors, : : oa beat dee 
iy phi national and regional basis and according to price classification. 
; . a The National Merit Award went to Builder Jere Strizek, Sacra- 
1 Water and cement can’t seep through ‘ Californis (wh | i ail ¥ ard) for ¢ } = 
SISALKRAFT into the sub&ill . . . the mento, California, (who also won a regional award) for a house 
specified concrete-mix proportions and costing less than $16,000. On a regional basis and in the under- 
Games iee-charactestnics ase Chine mate $16,000 price category, other winners were: B. V. Zamore, Wald 
a k, New J Robert C. D t, Alexandria, Virgini 
9 SISALKRAFT blocks penetrations of wick, New Jersey; Robert C. Davenport, Alexandria, Virginia; 
concrete into voids of subfill no Albert Balch, Seattle, Washington; Fritz Burns, Los Angeles. 
concrete ‘‘fingers’’ can form to draw up 


ground-moisture into slab by capillary Aubrey M. Costa, president of Dallas’ Southern Trust & Mortgage 
eee Company, is the new president of the Mortgage Bankers Associa 
tion of America. Realtor Brown L. Whatley, president of Stockton, 
la: aniay othes Gaye, t00, SESARERAT Whatley, Davin & Company of Jacksonville, Florida, is vice-presi 


and SISALATION (Reflective Insulation) dent for the new year. 
help you to build better for less. 


3 You save concrete and labor 
better slabs at lower cost 


Harvard Ec ist S$ Slichter has come up with details of 
“Mr. Average American.” Here’s how to recognize him. He has an 
annual income of $3,600, $2,500 term insurance, employer-paid 
hospitalization, $200 savings bank balance, no other investments, 
pays $65 monthly housing costs, and has $20 a month available 
for savings. 





A recent survey among New Jersey realtors showed that they con- 
trol the spending of $6 million annually for maintenance, mod- 
ernization, and replacements of income-producing properties in 


that state. 
Write Dept. NR-10 


for free samples and data Labor, financing, and materials are the only problems worrying 
builders today. A growing shortage of improved lots is causing con- 
cern. With so many uncertainties facing them, builders are hesi- 
tant to begin development of new areas because of the large and 
long-range commitments that are required. 


In a third quarter report to the President, Defense Mobilizer Wilson 

THE SISALKRAFT CO. says that 1952’s home building volume will probably reach 

aL AN Chistes 0.” ttinall 869.000 . . . barring all-out war or other unforeseen “hitches.” 

? 5, ¢ Government officials see no bright hope for steel situation before 
mid-summer in 1952. 
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CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE 
SALES 


@ALBANY, N.Y 


Picotte Realty, Inc 
21) Washington Ave 


@KNONVILLE 
TENN 
Richards Real Fstate 
Co 
22 Market St 
@BOSTON, MASS 
Henry W. Palmer 
1 Adams St 
Milton 87, Mass 
@NEW YORK, N.Y 
Fass & Wolper. I 
Fast 42nd St 
@ DENVER, COLO Main Street Proper 
Garrett-Bromfield & ties Anywhere in 
( the ULS.A 


Security Bide 


@DENVER, COLO 
\ Dunton Realty eFOLEDO, OHIO 
Co Schuster & Co 
400-10 Midland 


Savings Bide 


George EB. Schuster 


Gardner Bld 


FOR EXPERT 
APPRAISAL SERVICE 


@eBLEFALOL NYA @NEWARK, NJ 
Walling, Stevens & Van Ness Corp 
H. W. Van Ness 

President 
# Commerce St 


eCOLLMBLS, OHIO 
William P. Zinn & 
Co @NEW YORK, NY 
North Third St Scientific Appraisal 
Corp 
Fast 42nd St 
S200.000 values 


up only 


@FAST ORANGI 
N.J 
Godfrey F. Preiser 
M.AL—S.R.A 
1 N. Harrison St 
@PHILADELPHIA 
PA 


Richard J. Seltzer 
eLOS ANGELES M.A.I 

CALI 12 South 12 St 
Marshall W. Taggart 

1640 Wilshire Blvd 


est. LOUIS, MO 
@ MINNEAPOLIS Otto Dickma 
MINN ve ee ickmann 
Newhall 1861 Railway Ex 
change Bid 


Norman | 
MALL 


19 Marquette Ave 


@NASHVILLI est. LOUIS, MO 
TENN Henry R. Weisels 
Biscoe Griffith Co Co 

Since 1914 S.1.R.—Est. 1894 
214 Union St 318 North Fiehth 
Tenn Ky Ala 


@NEWARK, N.J 

Harry J. Stevens 
M 

478 Central Ave 


@FOLEDO, OHIO 
Howard W. Etchen 
M.ALL 


Etchen-Lutz Co 


FOR LAND PLANNING 


@eWILMETTE, ILI 
Myron H. West 
916 Greenleaf Ave 


FOR IDEAL 


STORE LOCATIONS 


@ALBANY, NY 


Picotte Realty, Inc 
120) Washington Ave 


@ALLENTOWN, PA 
The Jarrett 
Organization 
42 Hamilton St 
Specializing 
astern Penn 


@ALGUSTA, GA 
Sherman-Hemsti cet 
Realty Cx 


1 Broad St 


@eBALTIMORE, MD 
B. Howard Richa:d 


nc 
Morris Bide 


eCOLUMBLS, OHIO 
William P. Zinn & 


Co 
North Third St 


@eDES MOINES, IA 


Donahoe Investment 


Retail, Wholesale 
Industrial 


@KANSAS CHIY 
Mo 
Moseley & Company 
Retail, Wholesale 
Industrial 
Suite LITT, insur 
ance Exch. Bide 


FOR FARMS 


@NEW ORLEANS 
LA 
Leo Fellman & Co 
29 Union St 


@QOKLAHOMACTITY 
IKLA 


H. F. Bradburn 
felity Bide 


@QOKLAHOMACTIY 
ORLA 
fom Pointer Cx 


(4 Local Bide 


@SARASOTA, FLA 
Don B. Newburn 
{4 So. Pineapple 


Ave 


@eSCHENECTADY 
N.Y 

R. ©. Blase 

454 State St 


ee LOLEDO, OHIO 
Ihe Al BE. Reuben 


Co 
20 Madison Ave 


eWASHINGION 
D« 


Shannon & Luchs 
Co 
105 H St. NW 


AND RANCHES 


@BRADENTON 
FLA 


Walter 5. Hardin 
Realty Co 

26 vears experience 

Hardin Bidg., #2 


12th St 


@eDENVER, COLO 
V. J. Dunton Realty 


Co 
401-410 Midland Sav 
ings Bide 


@LOS ANGELES 
CALI 


California- Nevada 


412 W. 6th St 


@OKLAHOMACITY 
OKLA 


Patterson Realty Co 
202 Hales Bide 


FOR PROPERTY 
MANAGEMENT 


@eCOLL MBUS, OHIC eDENVER, COLO 
William P. Zinn & \. 1. Dunton Realty 


to 
410-10 Midland S 
ines Bide 


( 
North Third § 


@eDENVER, COLO 
miield & 


e TOLEDO, OHIO 

Gar eu-B uster & C« 
(« 

Security Bld 


@POPEKA 
(,reenw oo 
O8 East Ser 


FOR INDUSTRIAL 
SITES & PROPERTIES 


@ALBANY. NY @OKLAHOMACIIY 
Picotte Realty, Inc OKLAHOMA 
Washington Av Tom Pointer ¢ 


4 Local Bide 


@ALLENTOWN, PA 
The Jarrett est. LOUIS, MO 
Organization Onto J. Dickma 
42 Hamilton St M.A. 
Specializing 1861 Railway 


Fastern Penn Fachange Bide 


eCOLL MBLUS, OHIO est. LOU, MO 
William P. Zinn & Heary R. Weisel 
Co ‘ 
North Third St SR Fst. 1 
North Fighth 


eCONNECTICUI 
AND VICINITY 
Nathan Herrup, Inc 
61 Allvn St 
Hartford 


@SAN JOSE, CALI 
Thos. L. Mitchell & 
lo 
EF. Santa Clas 
‘“ 


eINGLEWOOD 

CALI 
Emerson W. Dawsor 
P.O. Box 555 R.C. Blase 
434 State St 


@SCHENECTADY 
NY 


@KRANSAS CITY 
MO 
Moseley & Company 
Retail, Wholesale 
Industrial 
Suite I1N1, Insur 
ance Exch. Bide 


elORONTO 
CANADA 
Shortill & Hodekins 


Limited 
| Yonge St 





Rates for Advertising 
In the “Consult These Specialists’ 
Department Per 


Issue 


12 issues $3.0 
6 issues $3.50 
2 lines less than 6 issues 


Additional lines, 3) cents per issue 


No charge for city and state lines 

















Builders 


you can't afford to sell 
out of this price range... 


The Defense Housing Act of 1951 Benefits 
Builders in the $7,000 to $12,000 Price Range ! 


GUNNISON HOMES, Inc. also benefits builders in this bracket 
. manufacturing high quality homes to sell at a moderate 
cost! GUNNISON HOMES are of a quality found only in higher 
priced homes—yet are designed to sell to the mass market! 
Gunnison offers a wide variety of models, floor plans and 
elevations! Investigate the possibility of including 
GUNNISON HOMES in your building program! For more 
complete information, write Dept.2-18,GUNNISON HOMES, Inc. 
New Albany, Indiana. 
rivcay wane aa SUNN S070 Somes 
f — =. UNITED STATES STEEL 0s) CORPORATION SUBSIDIARY 


NEW ALBANY DIANA 





